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THE NEW 


“SPRING CUSHIONED” 


KIDDIE-KAR STROLLER 


Number 1655 














HANDLE 
LIFTS 
PUSHESoRPULLS 
SNAP-LOCKS 


POSITIVE 
TTACHMENT, 





NEW SPRING 
FOOT REST MOUNTED 


FOLDING 
FLEXIBLE 
INSTANTLY BUT 


STRONG 


Already an Outstanding Success 
H. C. WHITE COMPANY, North Bennington, Vt., U. S. A. 


New York Sales Office, Fifth Avenue Building 
Kiddie Kar, Kiddie Pedal Kar, Kiddie Kort, Kiddie Skooter, White’s Koaster, Kiddie Kar Stroller 
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PIECES of 8 


(Trade Mark Registered) 
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mn 
The PorTMANTEAU CHEST 








Contents: 


Dinner Knives, H. H. 
Dinner Forks 

Soup Spoons 

Salad Forks, Ind. 

Tea Spoons 

Orange Spoons 
Butter Spreaders 

Cold Meat Fork 

2 pc. Steak Set, H. H. 
Berry or Salad Spoon 
Gravy Ladle 
Cream Ladle 
Pickle Fork 
Butter Knife 
Sugar Shell 


—_ bt ht ht hat eet bet mt 00 G0 00 «600 GO 00 OO 











Exterior View 





Argosy 
Pattern 
Illustrated 


The Portmanteau Chest 
is covered with grey 
lizard-grain leatherette, 
with hand-tooled gold 
lines and tapestry panel 
in top; brass handles 
and clasps; lined with 
old rose. 


In the sponsoring of the ‘‘Pieces of 8” idea, the makers of 1847 Rogers Bros. 
Silverplate met a real need. 


The “Pieces of 8” set is one of those sublimely obvious and immediately acceptable ideas-—a set of 
silverware in eights instead of twelves or sixes—adequacy and practicability at a happy-medium cost. 
The “Pieces of 8” set illustrated here—65 pieces of 1847 Rogers Bros. Silverplate in the Portmanteau 
Chest—supplements the smaller 34 piece set and the larger 85 piece Portmanteau Chest and provides 
a beautiful and effective display case for your window, at a price most reasonably low. 


For prices and further particulars write Sales Promotion Dept., International Silver Co., 
Meriden, Conn. 


‘1847 ROGERS BROS: 


Canada: International Silver Company 




















Salesrooms: 
New York Chicago San Francisco S ILVE IN PLATE of Canada, Limited, Hamilton, Ontario 
y TARE AGE, iblished weekly by the 1RON AGE PUBLISHING CO., at 239 West 39th Street, New York, wi we U. 8. A. Entered as second 
as cae aay bol 1913. at ‘oe Post Office at New York, under the A ct of March 3, 1879. (Printed in U. S. A.). $3.00 per year. Single copies 


25c. each. Vol. 120, No. 6. 
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“It pays 
to sell 
good 


tools” 























Send for our Ca- 
talogue of good 
tools. It lists 


Axes 
® Bits 
A Quick Seller coe 
Chisels 
Hammers 
On Its Looks—and Merits — 
Nail Sets 
Here’s a hatchet that sells itself, on sight, to the Nippers 
trained mechanic. His eye instantly senses the cor- Pincers 
rectness of its proportions—for balance, strength and ee 
° . . ers 
beauty—the long, thin, rapid-cutting blade, the long- aeniieia 
leverage afforded by the claws, and the distinctive Rivet Sets 
swell of its firm-grip hickory handle. —— 
scutcnes 
Then, when you explain to him how the head is Star Drills 
forged, in precision dies, from a solid bar of high- Tongs 
etc., etc. 





grade V & B SUPERSTEEL (the same steel 
throughout, with no soft section), his conversion 
is complete. 


Vaughan Hatchets give unqualified satisfaction. 
Our special method of heat-treating and tempering 
makes them hold their sharpness longer than any 
other hatchets of the same class. 


V & B Hatchets are offered in all styles and sizes:— 


BROAD — FLOORING—HALF CLAW — 

SHINGLING— LATHING— CAR BUILD- 

ERS — RIG BUILDERS — TRADESMAN’S 

BOX — BARRELING — PRODUCE — 

HAINES PATTERN—HALF AND SHIN- 
GLING, ETC., ETC. 


VAUGHAN’S VANADIUM LATHING HATCHET 


(Underhill Pat.) 


Only Vanadium steel lathing hatchet on the market! 
Its exceptionally thin blade instantly appeals to the experi- 
enced lather. A big seller and sure repeater. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


O“WAakers of Fine Toots 
2114 Carroll Ave.~ ~ Chicago, Wh U.S.A, 
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MYERS 


WATER SYSTEMS 
The Complete Self-Oiling Line for 
Every Service. 





>) MYERS SELF-OILING 


MYERS SELF-OILING 
HOME WATER SYSTEM 2253 SYSTEM FOR 
FOR SHALLOW DEEP WELLS 


WELLS Of 
CISTER 




















M ORE water system business is in sight this year than 
ever before for those who sell Myers Water Systems. 
Folks everywhere—in suburban districts—in towns and vil- 
ages—in rural sections—are turning to water systems for re- 
lief from water drudgery. 


Already thousands of homes and farms are rejoicing in their new found 
comforts and conveniences that water systems have brought to them. Such 
enthusiasm cannot be retained by four walls. It spreads over entire com- 
munities and sows the seeds of desire among neighbors and friends who 
sooner or later will blossom into live prospects for water systems. 


Because Myers Water Systems are so dependable, so economical to 


bé ee ; : 
SELF-OILING maintain, and so truly successful in every sense of the word, they bring to 
DEEP WELL those who sell and install them splendid opportunities for worth while 


WATERSYSTEM business that carries with it greater profits than most other lines. 


Possessing as they do, many late improvements and refinements in design 
and construction and being built in a wide range of styles and sizes for 
practically any service up to ten thousand gallons per hour, few indeed 
are the calls that cannot be met with a Myers System. 


Marks of distinction such as positive self-lubrication, housed working 
parts, oversize valves and large waterways, automatic control, typify Myers 
superiority. 

And besides, Myers Water Systems are priced right—harmonized lists 
to which a liberal single trade discount applies, simplifies sales and makes 
sales efforts really worth while. 


i ( & 
za Write us. 


FIG, 
2319 
THE F. E. MYERS & BRO. CO., ‘ ASHLAND, OHIO 
MYERS SELF-OILING DIRECT WATER 
5 SYSTEM FOR 


MYERS SELF-OILING FIG. a: SHALLOW WELLS OR CISTERNS 
FIG. 
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LIGHTWEIGHT SAWS 
OFFER YOU A SALES 


OPPORTUNITY 


Because—today the carpenter is 
seeking just this type of saw. His 
sawing is not as heavy as it once 
was. And this lighter, narrower 
blade is easier to use — easier to 
work with all day long. 


With a Lightweight Saw they can 
get a job done as quickly with a lot 
less effort, for they haven’t the 
weight to push. 


Here is an excellent opportunity 
for saw sales. Display Disston 
Lightweights in your window and 
saw case. Hand one to every saw 
user who comes into the store. 
Let him get the “feel” of this lighter 
saw. 


With a stock of Disston Light- 
weight and of regular Disston Saws, 
you are prepared to meet any de- 
mand for a saw. 


The Disston line of Lightweight 
Saws is complete. Practically every 
model is made in a Lightweight pat- 
tern. 


The No. 7 and D-8 Lightweight 
are arousing interest wherever 
shown. Some other popular Light- 
weight models are No. 16, D-20, 
D-23, No. 12 and D-115. 


Ask your regular jobber, or write 


us. 
t 
are BN \ 
Disston D-8 Lightweight (Ship 
Pattern) Saw 








NOW IS THE TIME 


TO GET THIS TRIM 


Disston is offering to hardware 
dealers one of the most unusual 
window trims ever produced. 


It includes a service which en- 
ables you to give free to your cus- 
tomers, charts showing how to build 
things at home. These charts are 
looked for eagerly. Everybody is 
building something now-a-days. 
And the more people who do this, 
the more tools, paint, glue, saws, 
etc., you will sell. 

This new trim is proving highly 
successful. Be one of the first in 
your neighborhood to offer this free 
Chart service. Just mail the coupon. 


Henry Disston & Sons, Inc. 
Dept. 1, Philadelphia. 
Send me your new Handy Man 
trim, all charges prepaid. 


DE IEENO,. . Susans. 00 stank 


RO NN OUREE. 6 5 cig ns. ass deren 


SIXTY YEARS OF CONTINUOUS SELLING — 


IS THIS MEMBER’S RECORD 


Golden, Colo. 


F. M. CHANDLER 
Chandler Lumber Co. 
Gravity, lowa 
Disston Dealers 
for 34 Years 


FRED H. YOUNG 


ke City, Fla. 
Disston Dealers 
for 51 Years 


C. R. WATKINS 
Watkins-Cottrell Co. 
Richmond, Va. 
Have handled Disston Saws 
for 60 Years 


“Sixty years ago my father opened 
a hardware store in the city of 
I can remember that 
our first stock of hardware contained 
a small assortment of Disston Saws. 
In 1874 I took over the business and 
have always had Disston Saws for 
sale. We are proud of our Certifi- 
cate of Membership in the 25-Year 
Club. It will be given a prominent 
place in our store.” 


W. M. Sarell. 


“My father visited the Centennial 
Exposition in Philadelphia in 1876 
and was so impressed by the display 
of Disston Saws that he put in a 
stock of them. They have held the 
place of honor in our saw depart- 
ment ever since.” 


Fred H. Young. 


The Disston 25-Year Club is open 
J. E. Young Co., Inc. to all hardware stores who have sold 
Disston Saws for 25 years or longer. 
Send for application blank. 








W. M. SARELL 
Wm. M. Sarell & Son 
Golden, Colo. 
Disston Dealers 
for 60 Years 





Cc. B. VAWTER 
Franklin, Ind. 

A Disston Dealer 

for 45 Years 







WM. SCHNEIDER J. F. VOGELSANGER 
Geo. P. Schneider 
Brooklyn, N. Y 
Disston Dealers 
for 31 Years 


Vogelsanger Hdw. Co. 
Cape Girardeau, Mo. 
Disston Dealers 
for 44 Years 
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Published by HENRY DISSTON & SON: 


THE HARDWARE VETERAN TELLS YOU 
HOW HE SELLS A BRICK TROWEL 


“When Disston perfected that 
new method of keeping trowel han- 
dles tight, it gave me an opportunity 
to increase trowel sales. 

“To bricklayers who came into 
the store, I would say: ‘Here is 
something new, something you have 
always been looking for—a trowel 
with a handle that will not loosen. 

“The tang of this Disston Trowel 
is spiral. The hardwood handle is 
locked onto this tang with a rotary 
motion that holds it permanently 
secure. It is like driving a screw 
in a piece of hardwood; it stays 
there. 

“In addition, you get this new, 
wide heel in the approved shape. A 
blade of Disston-made Steel, hatd- 
ened and tempered, and taper 
ground from heel to point to give 
desired flexibility. 

“Grip it. Feel that lift that makes 
hard work easy.’ 


“Were they interested? I sold 
trowels to bricklayers who would 
not have needed a new one for 
months.” 





You, too, will find selling easy 
with the Disston No. 26 and 36 
Brick Trowels. Ask your jobber. 


a - 







Exposed section 
of Disston Trowel 
showing how spiral 
tang locks tightly to 
the handle. 


S, INC., Makers of ‘The Saw Most Carpenters Use,’”” PHILADELPHIA, U.S. A. 
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CON|1 YY 


HE Irwin Auger Bit has world- 
. wide preference. The name is a guar- 
antee of outstanding quality. Sixty-four 
distributing centers in forty-two foreign nations supply 
the demand for Irwin bits. The sandalwood and teak of 
China and India are drilled with Irwin bits. Irwin bits play 
their part in giving you the rare woods from the African Gold 
Coast. They help produce the fine cabinet work of Germany. 








OY for{y = 


Cea 








CAN. 



















No matter what the type of work—whether in the rough drilling 
of the lumber camp or in the finishing of the fine, delicate woodwork 
of the Orient—Irwin bits are demanded and used. 
















This is the reward of forty-two years of specialized effort in auger 
bit manufacture. The demand is based on confidence in the Irwin 
products. Asked for by name by the majority of the master wood- 

workers. In justice to yourself as a merchant carry’a complete 

line of Irwin bits to supply this demand. 


IRWIN AUGER BIT COMPANY 


“Largest Makers of Wood Boring Tools in the World” 
WILMINGTON *OHIO 


FOREIGN REPRESENTATIVES: 
Markt & Hammacher Co., 193 West Street, New York City 
Dodge & Seymour, Ltd., 53 Park Place, New York City 
Markt & Schaefer Co. 
193 West Street, 
New York City 


» 
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Harnessing The Air Without Sails 


Propelled only by curious spinning 
towers, the rotor ship “Baden- 
Baden” recently visited America. 


Perhaps in the future we shall have 
fleets of these vessels plying up and 
down our coasts, harnessing the air 
without sails. 


The rotor ship is still an 
experiment, but an ex- 
periment of the type that 
furthers mechanical prog- 


OL 
Sey 
U.S.A. 


(TRADE MARK) 


ress and widens the market for files. 
There will be NICHOLSON Files 
and files made with our other trade 
marks to meet future filing needs— 
just as there are files made by this 
company for every purpose today— 
throughout industry and the home. 


In the future, as today, 
hardware dealers will con- 
tinue to make a steady, 
worth while profit on the 
sale of these files. 


“A File for Every Purpose” 





NICHOLSON FILE COMPANY, Providence, R. I., U.S.A. 
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MORCO_ 


JAW TEETH 4 













Ir, 
tr, 


HE jaws that go into Morco Original Pattern Stillson Wrenches 
are tested for hardness. When you sell a customer one of these 
wrenches you are giving him a tool with stamina. 


By the Morco special process we harden the teeth of the jaw only. 
The hardening extends just deep enough to stand heavy work and 
keep from crushing with a reserve to stand all strain. The balance of 
the jaw is left with all its natural toughness and rigidity. 


Mail the coupon for a price list and description. No obligation. 


MOORE DROP FORGING CO. 
Springfield, Mass. 


Without obligation, please mail price list. 






Surpless, Dunn 
74-76 Murray S 
New York C 


London Office: Gastongay 


3 . . 
meaczo, Illinois 


me, King William St., as 


Address 





(oS an ar State 


Aug. 11th. 
Hardware Age. 


eerie ttt ttle | 











HARDWARE AGE for AUGUST II, 1927 

















Recommend/ | 


You'll keep your customers’ good will and 


boost your profits by telling them these facts 


ELL your customers that 

the Schrader ‘‘direct 
action” Tire Gauge is built for 
dependable service. 

It has no delicate parts to 
get out of order. No com- 
plicated mechanism. 

Your customers can drop 
this gauge on the hard 


this sturdy Schrader Gauge — 
the gauge that has rendered 
satisfactory service for years. 
And Schrader Gauges are 
profitable too. Schrader ad- 
vertising is telling millions of 
motorists every month just 
why they should buya 
Schrader Tire Gauge 





garage floor or toss it 
into the tool box with- 
out throwing it out of 
adjustment. When 
your customers ask 
you for advice about 
inflation, recommend 


a 
= 
o 
= 
. 
- 
oe 
os 
. 

- 








and use it every Friday. 
We suggest Friday be- 
cause most tires do 
theirhardest workover 
the week-end. Youcan 
safely recommend the 
Schrader Tire Gauge. 





3 
2 
% 


newer 
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} Calibrated in 1-lb. units 
Easy to 





use on any type wheel. 
Other types for High 
Pr nd B 


ALVES 


TIRE V 


Have you ordered your Schrader Reddy Seller? It’s 
Free with a small assortment of Schrader Gauges, Valve 
Insides and Valve Caps. Ask your Supply House. 


A. SCHRADER’S SON, Inc., BROOKLYN, Chicago, Toronto, London 


Schrader 


Makers of Pneumatic Valves Since 1844 


° * e 
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That’s why WILLIAMS’ 
“W & B” Agricultural 
Wrench is selling —ke- 
cause it is now and has 
been for a generation 
a good wrench at a fair 
price. 

Show it to the next man 


who asks to see a screw 
wrench. Let him feel 





its perfect balance, 
twirl its easy-acting, 
solid-steel screw, notice 
its bar and head, drop- 
forged in one piece. 


Then tell him the price. 
If he knows tool values, 
your sale is closed right 
there. Write for new 
catalog. 


J. H. WILLIAMS & CO. 


“The Wrench People” 


New York 


"W8B’ 
CREW WRENCHE 


BUFFALO Chicago 


ies 
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Will It Bake? 


HAT IS the inevitable question. 

Every woman is interested in the 
baking qualities of her new cook stove. 
Perfect baking is one of the outstanding 
features of Kitchenkook, one of its , 
strongest selling points. In range and 
uniformity of temperature, Kitchenkook 
is not excelled, even by city gas; the 
flame being a gas flame, responds instantly 
to adjustment and is always under full 
control of the operator. 


ste i Boe ae 










be am. SRE 
At TEER ITS 
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CARRS 7 BS ONY 
RECO op CREED Pes 


Through National Advertising, women 
everywhere are being told about this 
and other desirable features; features 
which, until the advent of Kitchenkook, 
were impossible of accomplishment in 
liquid fuel stoves. As a result, Kitchen- 
kook dealers are constantly building 
bigger ‘sales and profits. 


American Gas Machine Co. 
Incorporated 
Factory, Albert Lea, Minn. 
EASTERN BRANCH 
78 READE STREET, NEW YORK 


WESTERN BRANCH 
238 CHRONICLE BLDG., SAN FRANCISCO 


~~ 


EDS 
OE a 


oe 
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$< ———~ 


ever 


The American Line provides a com- 
plete gas lighting, cooking, heating 
service for homes without city gas. 


ITCKE! 


THE WORLDS FASTEST COOK STOVE 
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BALL BEARING 


ROLLER SKATES 


OF COURSE WE DO MAKE 
A FEW PLAIN BEARING 





ee No. 150 
SPECIAL LARGE ROLLS 


AND WHEN YOU MENTION SKATING 
THE FIRST NAME TO POP INTO 
THE CHILD’S HEAD IS 


OURS 





Ee at = 
(en HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


ataloh | Buye's 
@ °§ @talog 





TORRINGTON, CONN. U. S. A. 
New York Office: 151 Chambers Street 
ESTABLISHED 1854 INCORPORATED 1864 
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3/8-inch Heavy Duty 
Sells for $62.50 








FRAME—Finely finished, cast aluminum. 
Straight line from handle to chuck top makes 
close drilling possible. 34-in. Heavy Duty and 
14-in. Light Duty have well-protected levels 
to give exact horizontal drilling. No pockets 
to collect dust and dirt. Standard screws used 
in assembling. 


HANDLES—Five largest sizes have removable 
side handles, as well as switch and grip handles. 


ACCESSIBILIT Y—Every vital part can be 
reached in a few seconds, with no other tool 
than a screw driver. 


CURRENT and VOLTAGE—Motors are Uni- 
versal—for A. C. or D. C. 110 and 220 Volt 
Circuits up to 60 cycles. 


COMMUTATORS—Carefully undercut, per- 
mitting use of soft carbon brushes. 


BRUSHES-—Soft carbon, held in long radial 
holders, which prevent brush chatter and per- 
mit use of brushes down to short lengths. 


BEARINGS—Armature bearings have capacious 
wick oiling system, tightly sealed against leak- 
age. Bronze gear bearings and ample ball 
thrust bearing to take care of drilling pressure. 


CLEANLINESS—Tight sealing of oil and grease 
chambers, together with heavy felt retaining 
washer on chuck spindle, prevents lubricant 
being thrown around. Commutator, armature 
and field do not become oil-soaked and foul, 
nor is ventilation impeded. 

VENTILATION—Fan supplies ample air to 
cool motor and handles. Inlet holes are so 
placed that bench filings and dust are not 
likely to be drawn into motor. 

CHUCK—New ball bearing type Goodell-Pratt 
self-tightening. No need to use key except 
under very unusual conditions. 

SWITCH—Conveniently placed for one-hand 
control. 

CABLE—Best grade. Cannot be pulled or jerked 
loose. 12 ft. length on % in. drill. 15 ft. on 
other sizes. 











See our exhibit of Electric Drills at the National Steel and Machine 


Tool Exhibition, Detroit, Sept. 19 to 23. 


make a 


complete line of 


in 8 Types—from 44-inch 
Heavy Duty to %-inch Standard 


Outperforming competitive drills is their 


specialty. Priced from $36.00 to $104.00 


HE 14-inch Heavy Duty Goodell-Pratt 

Electric Drill goes through 14-inch cold 
rolled steel in less than thirteen seconds. The 
other ratings deliver in proportion. 

This performance is not a matter of short, 
spectacular spurts. It keeps up hour after hour 
without distress or overheating. ‘ 

The motors in these drills are built to de- 
liver sufficient power to more than meet their 
rated requirements. Every Goodell-Pratt Drill 
is thoroughly tested, after being “‘run in” 
under load. 

When you deliver one of these drills to your 
customer, you can be sure that it is all ready to 
buckle down to business—and that it will sat- 
isfy him even beyond his expectations. 

Read the specifications at the left. Write for 
special electric drill catalog and net prices 
to the trade. 

We’ll also mail you the 400-page catalog of 
Goodell-Pratt Tools for carpenters, machinists 
and professional and amateur mechanics. 


Goodell-Pratt Electric Drills are advertised in Machinery, American 
Machinist, Carpenter, Automobile Trade Journal, Motor Service, Popular 
Mechanics, and Popular Science Monthly. 


GOODELL-PRATT COMPANY Soolomniths, GREENFIELD, MASS. 


GOODELL PRATT 


1500 GOOD TOOLS 


LECTRIC DRILLS 
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ALLENS 


Parlor Furnace — 


LLEN’S—unapproached in 
quality, design, finish—is su- 
perior to other Above-the- 

Floor Warm Air Furnaces because 
it has these patented features: O/d- 
time Fireside Cheer and Heat 
Radtating Fins. 


Allen’s intensive, Fall 1927, national 
advertising compaign—starting this 
month and continuing throughout 
the season—will carry the Allen 
name and message of better heating é 
into every section of the country. 


With these tremendous advantages, Allen’s 
offers unlimited sales opportunities to live, 
responsible merchants. If there is no 
dealer in your territory, write or wire at 
once for details of the Allen Exclusive 
Franchise. 


Allen Manufacturing Co. 


Stove Specialists for a Quarter Century 


Nashville, Tennessee 


Allen Parlor Furnaces are distributed 
from stock in the following cities: 


Boston Milwaukee 
Syracuse Missoula 

Des Moines Portland 
Dallas Grand Rapids 
Harrisburg Seattle 
Minneapolis Columbus 
Spokane Charleston 
St. Joseph San Francisco 


OLDTIME FIRESIDE CHEER 


Patent Numbers 69,731—1,604,869 
Trademark Number 202,578. 
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You can demonstrate how 
freely and silently ACCO 
No. 8 Sash Chain operates 
on any sash cord pulley. 


ACCO No. 8 Sash Chain 
will not stretch or run off 
pulley. It will last as long 
as the window itself. If 
you believe it pays in good 
will and repeat calls to give 
real value for your custo- 
mers’ dollars sell ACCO 
No. 8 Sash Chain. 





ACCO No. 8 Sash Chain 
in cartons 


This profitable household necessity is now offered to hardware 
dealers in counter-display form. The display holds 10 boxes, each 
box containing 14 feet of ACCO No. 8 Sash Chain coppered finish 
with necessary attachments, endugh to replace the cord in any 
average double hung window. 

Order your supply now—put this display on your counter where 
your trade will see them, and watch ’em sell! 


Many householders will want ACCO No. 8 Sash Chain for every 
window when they see how easily and economically it is installed 
—how freely and silently windows equipped with regular sash cord 
pulleys operate with ACCO No. 8 Sash Chain. 


ACCO 
SASH CHAIN 


—fits any sash cord pulley 
AMERICAN CHAIN COMPANY, Inc., Bridgeport, Conn. 
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FOR BARING AND 
SERVING 








Handsome printed inserts 
&ive the appearance of actual 
. foods 























These novel displays give 


your 


PYREX dishes new selling-power 


T. M. Reg. U. 8S. Pat. Off. 


OU can now ‘show how 

*PYREX ovenware im- 
proves the appearance of food 
cooked and served in it! 


Four realistic cardboard in- 
serts representing cooked foods 
have been made up for display in 
PYREX dishes. Printed in full 
natural color, and cut and folded 
to fit the most popular items in 
PYREX ovenware, these inserts 
give your displays a life-like, 
appetizing touch that appeals to 
the woman who prepares the 
food for her family. 


A full set of inserts consists of 
the following pieces: a cherry pie, 


PYR 


*Trade-mark Reg. U. S. Pat. Off. 

















to fit No. 209 PYREX Pie Plate 
—a rich brown meat loaf for No. 
212 PYREX Loaf Pan—choco- 
late cake with walnut frosting, 
one serving removed, to fit No. 
232 Utility Dish—and a meat 
stew for No. 023 Pudding Dish 
(which is the bottom only of 
No. 623 Casserole.) 


The dishes selected for these inserts 
have already proved themselves the 
best sellers. The new inserts will at- 
tract even more purchasers to your 
store. 


Write for a complete set of PYREX 
dish inserts. Sent free on request. 
Mention the source of supply for your 
PYREX ware. 


EX SALES DIVISION 


T. M. Reg. U. 8. Pat. Off. 


CORNING GLASS WORKS 
Corning, New York 
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You Can Double Your 


Lawn Fence Business 








Noy: 
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Cyclone “Red Tag” Lawn Fence is made of copper-bearing steel—for 





Many successful dealers have discovered that 
Cyclone Lawn Fence sales run into big volume 
with just a little added effort. They go after 
home owners who have not realized what it 
means to have their home premises enclosed. 


Just say a word to people who make other pur- 
chases in your store, or stop at one or two un- 
fenced homes on your way to and from work. 
Point out how Cyclone Fence will provide a 
safe place for children to play—protect 
flowers, shrubs and gardens—add to the ap- 
pearance and value of the property. 


You'll find that Cyclone national advertising 
has paved the way for you—that these pros- 
pects know the Cyclone “Red Tag” as a sym- 
bol of quality fence. It will surprise you to 
see how this plan brings in orders for Cyclone 
“Red Tag” Lawn Fence. Try it! 





Cyclone “Red Tag’ Lawn 
Fence is the easiest fence to 
sell, Get your share of this 
volume business, Order from 
your jobber today. 


CYCLONE FENCE COMPANY 
Main Offices, Waukegan, III. 

Works and Offices: North Chicago, III. 
Cleveland, Ohio, Newark, N. J., Fort Worth, Texas. 
Direct Factory Branches in All Principal Cities. 
Pacific: Coast Distributors: 

Standard Fence Co., Oakland, Callif., 
Northwest Fence & Wire Works, Portland, Ore. 


a 


© C. F. Co., 1927 





yclone <¢,,,, | “#4 


REG. U. S. PAT.OFF. A high-grade rubbish con- 
sumer. Baked green en- 


amel finish. The “Junior” 
and Burner Basket. Low priced 
to get the big volume 


business. 
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HE PIONEER “27”, with the sturdy 
running gear, double disc wheels, cush- 
ioning tires, rubber-padded pedals, bicycle 
steering and tinkly bell, represents one of 
the finest in the line of Tot Bikes. 
This and the other “bikes” pictured on the 
reverse side are true to Gendron ideals in 
vehicle building. 
Our colorful catalog will interest you . . . chock full 
of interesting cuts showing the extensive ‘Pioneer 
Line’’ which embodies 265 vehicles. Send for it 


THE GENDRON WHEEL COMPANY 
TOLEDO, OHIO 
New York Office. 7 E. 17th St. 











View overlooking 
famous 
Grand Canyon 


CAVS ww w 




















265 





THE 


VEHICLES IN 


ENDRON Pioneer Tot Bikes are 
famous for the construction that 
makes them so long lasting. The seat 
boards are liberally proportioned and 
cut from long grained hard wood, 
and do not readily warp or crack. 
The whole under carriage is con- 
structed with careful attention to the 
points of unusual stress, and the 
wheels revolve on durable bearings, 
augmented by a liberal sized rubber 
tire. The steering apparatus works 
freely. 





GENDRON LINE 


oo ONLY 





FIVE SHOWN HERE 














This unusual vehicle resembles a 
juvenile auto but is ostensibly a 
tot bike. We call it the Pioneer 
Auto Bike. 
















Below is seen the wire wheeled 
Pioneer Bike which closely resem- 
bles the others in general construc- 
tion, except for the wheels and the 
steering bar which has wood grips. 

































Two models are made 
without pedals for 
those who prefer this 
type. Both have 
sturdy steel frames 
with wooden seat 
board. Strikingly dec- 
orated in red and blue. 








The Pioneer Line of Great Variety 




















No. 50 Velocipede 










| 


PATROL- 









No. 103 Scooter 


‘Pioneer Line” 
“Vehicles for Children 
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Be Better Cap S 


Foster Cap Screws are something more than 
just cap screws. They are super-screws and 
built into them is an ability to withstand 
extraordinary stresses and strains. 


That these cap screws are different from ordi- 
nary cap screws is the fact that we have em- 
ployed every known fact of science to make 
them better. 


Made of S.A.E. 1035 stock and heat treated 
in the most modern heat treating plant in the 
country Foster Cap Screws are in every way 
super cap screws. 


The Foster Bolt & Nut Mfg. Co. 


CLEVELAND CHICAGO 
Union Ave. and East 72nd St. 6249 to 6265 West 65th St. 
Telephone: Broadway 840 Telephone: Hemlock 4484 








FOSIER@) tarscrews 


Personal Service y in Big Business 
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This is a Yale 
No. 485 
Padlock 


Size 2 inches 
Suggested 


retail price 
$1.50 each 











For example—this# 485 Yale Padlock 


Help the customer make up his mind quickly—that is the test of oe 
selling. 

The name Yale on a padlock gives the customer instant assurance of 
its merit. 

Take the No. 485 Yale Padlock shown here, for instance. The cus- 
tomer will recognize these features: 


1—Its malleable iron galvanized case. 

2—Its case-hardened galvanized steel plates and heavy steel rivets. 

3—Its case-hardened blued steel shackle. 

4—Its four brass lever-tumblers and brass bolt making it secure and lasting. 
5—It has 144 separate Key-changes. 

6—Suggested Retail Price $1.50 each. 


Here is a lock that is not only difficult to smash or have its shackle 
cut, but looks it the instant you show it to the customer. 
Test the high saleability of all Yale products by this convincing 





example. 
The Yale & Towne Manufacturing Co., Stamford, Conn., U. S. A. 
‘el Canadian Branch at St. Catharines, Ontario 
= ; 
YALE MARKED IS YALE MADE 
Yale Athenian De- Yale No. 192 Yale Door Closer Yale No. 5551 


sign Door Handle Deadlock Cabinet Lock 
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The customers are right! They instinctively 
prefer Timken-equipped household apparatus 
because of previous favorable experience with 
Timken Tapered Roller Bearings, in motor cars 
for instance. Timken prestige comes from the 
power economy and attention-free operation 
which back up Timken advertising. 


Beyond the sales floor, Timken Tapered Roller 
Bearings continue to work for household ap- 
pliance dealers. Service requirements are best 
guarded against by means of Timken Tapered 
Roller Bearings, and good-will piles up. 


The A. B. C. SPINNER produced by Altorfer 
Bros. Co., Peoria, IIl., is one of the modern ap- 
pliances which brings merchants the mechanical 
and merchandising benefits of Timken Bearings. 


THE TIMKEN ROLLER BEARING CO. 
a ee cy a) ee ae - @ 3.8 


TIMKEN 


Tapered 


ROLLER BEARINGS 





sTimkens 
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PORCELAIN 
ENAMELED 


WASHER 


ABC 
SPINNE 


SPINS AWAY WATER 
SPINS AWAY DIRT 


{The fact that Altorfer Bros. Company is 
the first successfully to use porcelain en- 
amel for washing machine construction 
is just another indication of ABC leader- 
ship in matters of sound improvement and 

progress in the industry. 
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ABC 
SPINNER 


SPINS away WATER 
SPINS away DIRT 








Porcelain is Permanent 


a porcelain enameled tub and dryer- 

chamber. Porcelain is permanent. 
The public wanted a washer of this ever- 
lasting material. So we made it. 


C Fae the new ABC SPINNER has 


Why does porcelain enamel make the 
ABC SPINNER supreme in lasting beauty 
and give it almost unlimited life? 


Because it is like a fine bathtub finish— 
always clean, lustrous and sanitary. 


Because it cannot rust or 
corrode. 


Because it will not chip, 
peel, check, warp, crack or 
break and is impervious to 
extremes of heat or cold 
and to acids, lye or alkali. 


Because it is satin-smooth 
and cannot wear or tear 
clothes. 





liest imported and domestic vitreous ingre- 
dients. SPINNER tubs and dryer-cham- 
bers are drawn from one-piece, seamless 
Armco Ingot Iron inta which the porcelain 
enamel is fused at 1700° F. so that it be- 
comes an integral part of the metal—tough 
and elastic—rather than a mere coating. 
Easily Reconditioned 
SPINNER porcelain enamel brings the 
lowest reconditioning cost in washer his- 
tory—at last solving one of the most per- 
plexing .problems of the 
dealer. A used SPINNER 
can be made to look brand 
new after a few minutes 
washing and polishing be- 
cause the Royal Blue porce- 
lain enamel retains its high 
lustre indefinitely. 


Write for Franchise Now 
Send today for all SPIN- 


° A batel f lai led SPIN- . 
SPINNER porcelain en- Nen'washer tabs coming from the NER details and the Story 
Lusterlite carborundum muffle fur- 


amel is made from the cost- face after baking at 1700 dezrees', Of ABC Enameling. 


Altorfer Bros. Company 1.1999) "Its." 
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| Southern 
Agriculturist. 











In These Magazines 


Peters is Building Sales for 
dealers in Peters Ammunition 


OVERING every county in the entire United States, these national 
magazines and farm papers blanket the market, your market, for 
Peters Ammunition. 


During the hunting season, soon to open, they will broadcast in excess of 
20,000,000 separate messages to users of ammunition everywhere. 


These advertisements will tell’ why Peters High Velocity shell is a superior 
long range game getter; why Peters Rustless .22’s make it unnecessary to 
clean your rifle; why Peters High Velocity Cartridges are the most effective 
for all game, large or small. 


A little cooperation on your part, a window display prepared with the litho- 
graphed displays that are yours for the asking, will make this advertising 
your advertising, will bring these hunters and shooters to your store. 


Write us for name of. nearest Peters jobber. 


THE PETERS CARTRIDGE COMPANY 
Dept. E-22, Cincinnati, Ohio 
New York Los Angeles 


PETERS 
AM, 


MUNITION 
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B Four Aces— 
and the Money’s Yours 


ERE they are —trout, surf, bait-casting and 
level wind—all Meisselbach, all popular, all 
money-makers for you. 


They are the four types of Meisselbach Reels but there 
are thirteen models of these four types—a Meisselbach reel 
for every fisherman’s need and purse. Every one is the kind 
of merchandise you like to sell (quick turnover and no re- 
turns), every one represents the experience of 40 years, and 
every one is fully guaranteed forever. 








Meisselbach Reels are advertised the year ’round in 
leading sportsmen’s papers, and Meisselbach merchants can 
cash in on this advertising with folders, posters and the 
famous “Bite Book” which we supply. 


Send the coupon for the whole story. Here’s a chance to 
make money ycu shouldn’t miss. Four aces don’t come 
your way every day. 


THE A. F. MEISSELBACH MFG. CO. 
ELYRIA, OHIO 
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Eastern Representative: Wm. H. Fox, 200 Fifth Ave., New York, N. Y. Southern Ri sentative: Louis Williams & Co., Nashville, Tenn. 
Western Representative: Fred Goetz, 1077 Lincoln Ave., Milwaukee, Wis. Far Western Representative: Phil. B. Bekeart Co. 717 Market St., San Francisco,Cal. 
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20th Anniversary Catalog 


BEAUTIFULLY COLORED 


Ask your jobber— or write us 





Just off the press— American Flyer’s big new 20th Anniversary Catalog 
in full-colors! A book of opportunity for train and accessory dealers. 
A book the trade has waited for—picturing and describing our full 
20th Anniversary Line of trains and accessories—a complete line, yet 
a concentrated line —a line from which slow movers have been dropped, 
assuring you fastest turnover and greatest profit. 


This book contains the finest assortment of trains and accessories 
ever placed on the market! New numbers, new features, unmatched 
values, headed by the 1927 wide-gauge, remote-control, 64-foot 
“President’s Special” electric train. Our 1927 Line is a gorgeous rain- 
bow of colors—every train in its own brilliant color! Get this catalog 
Electrical Trains now. Ask your jobber for a copy, or write us today. 


$5.75 to $55 “Over Six Million Satisfied Owners’’ 
AMERICAN FLYER MFG. CO., 2219-39 S. Halsted Street, Chicago, III. 
Visit our permanent New York display, ““Toy Center’’, 200 Fifth Ave. 


General Distributors for Structo Toys 


Mechanical Trains 
$1.25 to $5 











PRETEEN. 
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Parkcycles 
Automobiles 
Velocipedes 
Coaster Wagons 
Express Wagons 
Scooters 

Pedal Bikes 
Hand Cars 
Tricycles 


Doll Cabs 


“Known 


Around the World’”’ 


Ss ee ee A 


Emblem of 


H BUSINESS CHARACTER } 

| Rice Leaders 4 
of be World § 
Association 


#1 Represents High Standing in } 
NAME~PRODUCT~POLICY jf 





ven sen oT BUUMUUUUL EEE: 


hildren‘ 
ehicles 


The choice af keen buyers who sell them— 
The choice of alert children who use them. 
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Humpty Dumpty Cart 
Retails at 50c. 



















Sent Bout, & 

an ove’ 

; Tedd : 

— Wheel-Bear-O RY 
Retails at 75c. ee 


STOP 


CUSTOMERS 
With Our Toys 


A good display of our popular 
Toys is sure to STOP cus- 
tomers. 
And once seen these Toys are 
sure to GO—their Snappy 
lines, pleasing finish, rugged 
PRESSED METAL con- 
struction and reasonable retail 
prices make sales wherever 
shown. 
Good profit. Send for Folder 
and Trade-prices. 
Dept. G 
The Pressed Metal Products Co. 


6925 Colfax Road 
Cleveland, Ohio 







Retails at 75c. 


Traffic Signal 
Retail Price 
1.00 









Depot 
Truck 
Retails at 50c. 





All-Steel Coaster Wagon, No. 21, $3.00—No. 22, $3.50 


PRODUCTS 


Free Guides 
for Your 
Customers, 





9 













For Guns, Fishing Reels, Golf 
Clubs, Wheel Goods and all 
Home Machines 


In Come the Hunters 


E VERY hunter has in his pocket all the time the price of a bottle, a can or 
a tube of Hoppe’s. No other merchandise you sell attracts them as does 
Hoppe’s—always required and to be had for small change. 


The hunting fever is in their blood. They want to feast their eyes on your 
guns, hunting clothes, and other equipment—want to ask questions, examine 
things. They aren’t quite ready to buy, perhaps—anyhow, they think so. 





Bring Them In 


Unlike their wives, they are are not “lookers.” Put Hoppe’s 
in your window and bring them in, for a bottle, a can or a 
tube—or a pack containing all three for $1.00. 

Advertised in all leading magazines for sportsmen. Stand- 
ard everywhere. Order today from your jobber. Write direct 
for free folders and booklets. 


FRANK A. HOPPE, Inc. 


2314-H N. 8th Street Philadelphia, Pa. 


Representatives: Ed. W. Simon Co., Ine., 258 Broadway, New York 
H. L. Bowlds, Mason Opera House Bldg., Los Angeles 
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MILLS of the SAMSON CORDAGE WORKS 


SHIRLEY, MASS., U. S. A. 








2 a a RTE, 





Solid Braided Cotton Cord for All Purposes 


Facilities and Experience developed in more than 
forty years are back of these products 


N this page we illustrate and de- 
scribe a few of the many types of 
solid braided cotton cord, each the best 
of its kind and each developed to per- 
fectly serve a specific need. 


SAMSON SPOT SASH CORD 





Trade Mark Reg. U. S. Pat Off. 


The most durable and best known 
material for hanging window sash. 
Easily identified by its colored spots, our 
trade mark. Solid braided of extra qual- 
ity cotton yarn spun in our own mills; 
guaranteed to be free from adulterants, 
and from imperfections of braid or 
finish. Uniform in size and quality. 


PHOENIX SASH CORD 





Solid braided of good cotton yarn and 
contains no adulterants. It is uniform 
in size, quality and finish. 


OTHER SASH CORDS 


In addition to Samson Spot and 
Phoenix we make other brands of sash 
cord to meet all requirements for qual- 
ity and price. 


BLACK-BIRD CLOTHES LINE 
= ‘ 





solid 


Made of white cotton yarn, 
braided, like sash cord but somewhat 


more flexible. Well stretched; smooth 
glazed finish, and uniform in size and 
quality. Made in three sizes: No. 6, 
No. 7 and No. 8, and put up in con- 
venient hanks, several connected. 

We also make other brands of clothes 
ine. 


PHOENIX AWNING LINE 
PFS Tee 
Beg ge Ng ee i 


7/32 in. dia. 


Flexible, but thoroughly — stretched, 
with a smooth, glazed surface. Being 
made especially for running over small 
pulleys it resists abrasion. Ends do not 
ravel and therefore do not require 
whipping. Does not kink. Made in 


ve sizes, 


SAMSON SMALL LINES 





No. 4 


These lines do not stretch, kink or 
ravel. Solid braided cotton yarn, and 
made in white and drab color, with 


{ SEND FOR CATALOG } 


glazed finish. Four sizes: No. 3%, 4, 
444 and 5. 


SAMSON TILLER ROPE 


A Oe a aaa, 
Se css 
- a 4 9 
Pe Oe 


A mahogany colored cord, water- 
proofed, with a center of the finest phos- 
phor bronze wire cable. Does not 
stretch; is extremely durable. 

We make log lines, lead lines, flag 
halyards, hand rails and other solid 
braided cotton cords for marine use. 


SAMSON ROPE 





Solid braided up to % in. diam. on 
special machines designed especially for 
these larger sizes. Particularly adapted 
for dumbwaiters, hand rails, life lines. 


GLAZED COTTON TWINE 


Very strong and 
pliable; ties and 
unties easily; is 
handsome, smooth 
and easy on the 


hands, 


Made in a va- 
riety of sizes and 
put up in_ balls, 
tubes, reels, etc. 





Half Pound Ball 


SAMSON CORDAGE WORKS 


88 BROAD STREET 


| Cc 


fe 
| 









MARK 


Boston, MaAss. 


Xs 
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There’s Still Time 
to Order this Low- 
Priced, Good-Profit 
Leader 






THE 
FULTON 
GUN 


Built to retail at $29.00 






ORTY-SEVEN years of 
guncraft is built into the 
Fulton Gun —a gun for 
shooters who demand qual- 
ity at a moderate price. 







The early-season price re- 
duction influenced many a 
dealer to stock it—and many 
a would-be shooter to be- 
come a gunning enthusiast. 


There’s just about time 
left to get delivery before 
the Fall rush begins. 

If you'll ask for Catalog 
H86, we'll be glad to send 
you prices and full particu- 
lars of dealer relations. 













ee 
ee 





HUNTER ARMS COMPAN* 


FULTON vn & WwW YoRK 
McDONALD & LINFORTH 


Pacific Coast Representatives 
Call Building San Francisco, Cal. 


Export Office: 50 Church St., New York 



















Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 








= 








STAY ‘te LINE ™ STAYS AHEAD 


No. 105 Great improve- 
SCOOTER ments in the new 
that can be Retailed Around M | f 
$ 1 00 etalcra t 
Junior Samples 
at a full Profit. a doubling 
this year. Prices 








defy comparison. 
Write for new 
folder or sample. 


METALCRAFT CORP. , 4215-25 Clayton Ave., St. Louis, U. S. A. 

















A “Wrench Store” in 
Condensed Form 


for 
$25 85 
You'll be surprised at 
the volume of wrench 
business this attractive 
little display cabinet brings 
you. It’s stocked with a 
varied assortment, care- 
fully planned to meet the 
needs of the garage, ga- 
rage mechanic, car owner, 
milk factory, etc. 


Contains all the most 
popular forms of wrenches 
including Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 

All-steel Cabinet in handsome dark blue and orange, 17 x 
231% x 10 in., with assortment of 62 Wrenches, Sockets and 
Parts, complete. Dealer net price $25.85. 

Write for Walden-Worcester Wrench Catalog 27. 
STEVENS WALDEN-WORCESTER, INC. 
Mfrs. Walden-Worcester Wrenches and Stevens “‘Speed-Up’’ Tools. 
Worcester, Mass. 












—_—_—— 7 


3 











= = 
| STEVENS-WALDEN-WORCESTE 


REEMB  S. 
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Note the inner double braid 
of hard twisted thread—it 
will stand several times the 
highest city water pressure. 
Outer braid of heavier cords 
serves as a breaker—strip to 
hold cover inseparably to 
body of hose. See how the 
heavy pressure of the water 
cure causes the rubber to 
flow through the open 
braids, welding all parts 
into one unit. This hose 
must be nearly half worn 
away before its resistance to 
pressure is impaired! 





BHS T 


Garden Hose Profits / 








12,000 feet of “Water Cured” hose being removed from steam we 


he“ Water Cure’ 


- What it means to your 


OW, at last, you can offer your customers garden hose that 

will stand almost any abuse short of actual destruction— 

for the new water cure gives Goodrich Garden Hosea resilience, 

an endurance, a “water-mileage” that can be compared only 
with the road-mileage of Silvertown tires! 


You know the effect of a 
quality line on your business 
—you know how it speeds 
turnover, helps the sale of 
other lines, brings new cus- 
tomers. 


Here is a line that will do its 
part in defining you as a 
quality merchant! Millions of 
home-owners know Goodrich 
rubber products—they buy 
30,000 Silvertown tires every 
day—they listen to the Silver- 


town Orchestra on the radio 
every Wednesday evening— 
they have learned that ““Good- 
rich” and “Quality” are two 
words with the same meaning. 


Cash in on this nation-wide 
consumer’acceptance—stand- 
ardize on Goodrich Garden 
Hose. There is a Goodrich 
jobber near you who can 
supply you. If you do not 
know him, write direct to us. 
Address Department 18-D-12. 


THE B. F. GOODRICH RUBBER COMPANY 


Established 1870 


Goodrich Radio Hour . 


WEAF, New York City won, Buffalo 
WEEL, Boston 
WIJAR, Providence 
wr ~— Worcester 
WCCO, Minneapolis-St.Paul 


- Goodrich 


IN THE LONG RUN 


AM, Cleveland 
West. Portland, Me. 
WFI, Philadelphia 
WSB, Atlanta 


Akron, Ohio 


- Listen in every Wednesday evening over the following stations: 


WWJ, Detroit WOC, Davenport 
WSAIL, Cincinnati WSM, Nashville 
WGN, Chicago WCAE, Pittsburgh 
KSD, St. — WHAS, Louisville 
MC, Memphis 


Garden 


OSC 


ee ee 


aires nee g 
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Wildfowl Shooting is Nearly Here 


How’s your stock of 


L. C. SMITH GUNS 


The Field Grade Gun now retails at $40.00 


F you’ve delayed placing your order—do it fast. It’s a first rate leader for your stock of 

now! There’s still time to get your share of gunning equipment. 
Fall gun sales profite. You’ve just time enough to get delivery be- 
fore the Fall rush starts. A postcard will bring 


With the reduction of the Field Grade Gun you our Catalog H-60, prices and details of 
to $40.00, retail, that model is selling mighty dealer relations by return mail. 





HUNTER ARMS COMPANY, Inc., Fulton, N. Y. 


McDonald & Linforth—Pacific Coast Representatives, Call Building, San Francisco, Cal. 
Export Office: 50 Church Street, New York 








Improved 


MECHANICAL Toys 


made by Wolverine 


these items—they are sure to be popular. 





No. 173—The Yankee Tank; 14 in. as 
long. Eccssnpe® with Sentastio a R. send for your copy and see the entire line in colors. 
colors. Climbs up hills and over high ob- ask for Catalogue No. 3. 


structions. 


WOLVERINE SUPPLY & MFG. CO. 
Factory at Pittsburgh, Pa. 





No. 154—“PITCH 'EM”’—the QUALITY 


Rubber Horseshoe Game. Always pre- 

ferred by those who want the best. Rein- No. 172/4—Tractor and Trailer. Tractor, 

forced rubber horseshoes give longer service 9% in. long; Trailer, 6% in. long. Mos' 
powerful tractor of its size; pulls 40 


and better value. 














Former Walbert items; now entirely improved in our fac- 
tory. New brilliant color treatment makes them more at- 
tractive to the eye; heavier metal gives them more strength 
and durability; while the mechanical action is now perfect, 
positive and pleasing. Every toy merchant should have 


“Sandy Andy” Toys & Games Catalogue now ready; 


General Sales Office: Room 406, 200 Fifth Ave., New York City. 
GRAmercy 3453 - 
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One heater sold to a customer is worth two on 
floor—but you can sell several Radionas quicker than 
an ordinary heater. 

Unattractive, messy, old style heaters have a way of 
staying in the store—but you can’t keep Radionas in 
stock long. Appearance so much improved and heat- 
ing power so much greater than other heaters, the 
Radiona is the modern equipment for 
all homes. 


It brings the advantages of the warm 
air furnace with its circulation of air, 
right into the heart of the home—the 
living rooms—where its trim, furni- 
ture-like finish makes it as fitting as 
the radio or phonograph. 



















You get your profit out of only the 
heaters you sell. Those that don’t tie 
up profits. The Riverside Radiona 
Franchise gives you a selling line that 
insures profitable business. 


You Can Meet Mail Order Prices 


With Aerona No. 1-4, an attractive 
and efficient Radiona type to satisfy 
the class to whom mail order price 
appeals, 

Write for attractive dealer proposi- 
tion. 

















Rock Island Stove 
Company 
Rock Island, Iil. 
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REZNOR 
ORTHORAY 





Approved by American 

Gas Association — the 

highest approval in the 
gas appliance field. 





Are you reading 


REZNORAZZP 
A breezy little four-page 
bi-monthly devoted to helping 
you build up a bigger and 
more profitable gas heater 
business. You'll like it. 
Mailed free. 


List Price, 
$14.90 





Your Sample 


If you had not another heater on 
your floors, you could build a good 
business on this No. 605 series of 
Reznor Orthoray alone. It’s a 
beauty; and the price helps sell it. 
Judgment says, “Act quick!” 





12 GLOWERS, LIST PRICE 2490 





NO. 604-BRASS ] 


B GLOWERS, LIST PRICE 1490 


NO. 605-BRASS 
10 GLOWERS, LIST PRICE 1990 


NO. 606 - BRASS 


Now! Bigger Heater Sales 


Pes is set for the big fall drive on Reznor Orthoray—in 
beauty, in variety of types and prices, in consistent heating 
performance, the world’s leading line of gas heaters. 


More than 3,000,000 people (including practically every prog- 
ressive family in your community) will see the intensive fall 
series of brilliant double-page color Reznor Orthoray advertise- 
ments in 


The Saturday Evening Post 


The greatest heater sales drive ever planned—on the greatest 
line of heaters ever built. You can sell Reznor Orthoray as 
you have never sold heaters before. 


Get in on this volume business by putting Reznor Orthoray 
on display now. Only Reznor Orthoray can fulfill the new de- 
mand for the correct in fireplace art, for high-power, continuous, 
safe heating efficiency. 


You will win immediate sales, and swiftly growing sales as the season 
progresses. An early start means greater ultimate profits—always. 
Write, wire, telephone. 


REZNOR MANUFACTURING COMPANY 
Mercer, Pa. 
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Why do so many retailers dread 


the coming of the chain store 











Amon the authors of the New 

Modern Merchandising Course 

are the following men: 

Freperick D. Corey, Vice-President 
of Marshall Field & Company, in 
charge of Retail Merchandising. 

Dr. PautH. Nystrom, Vice-President, 
in charge of Merchandising, Con- 
goleum-Nairn Company, and for 
six years Director of the Associated 
Merchandising Corporation 

Dr. Lee Gatioway, First Director of 
the School of Retailing, New York 
University ; a well known authority 
on Store Management 

Epcar J. Kaurmann, President of 
Kaufmann’s Department Stores, 
Pittsburgh 

J. C. Penney, Chairman of the Board, 
J. C. Penney Company 

JoserH Cuapman, President, L. S. 
Donaldson Company, Minneapolis 

Percy H. Jounston, President, Chem- 
ical National Bank of New York 

Joun Brock, Kirby, Block & Fischer, 
Resident Buyers 

Cot. Davin May, Chairman of the 
Board, May Department Stores 

W. T. Grant, Chairman of the Board, 
W. T. Grant Company 

Crayton Porter, President, United 
States Stores 

Amos Parrisn, Director, Amos Par- 
rish & Company, Store Counselors 

WirtiraM N, Tart, Editor, Retail 
Ledger 

SHetpon R, Coons, Executive Vice- 
President, Gimbel Bros., New York 

Joun B. Garver, The Garver Bros. 
Company, Strasburg, Ohio 

—and many others. 


Lers look this problem right in the face. 

The outstanding fear of thousands of re- 
tailers is the coming of chain stores to their 
neighborhoods. Why ? Because they are afraid 
the chain store is going to force them out 
of business. 

Now, what does the chain store man possess 
which you may not possess? The answer is 
this—Scientific Knowledge of the business 
of retailing. 

Successful retailing no longer contains the 
element of guess-work. Retailing is to-day an 
exact science following certain laws and rules. 

Many men have learned those laws of 
retailing as they went along. But many more 

have failed to stay in business because they did not know the rules, 
and could not learn them fast enough. 

Up until March, 1927, learning through expensive experience was 
the only way. But now there is available a carefully directed course 
of reading designed to fit into your spare time, supplemented by 
personal service in response to inquiries. 

This is the one year’s course of the Alexander Hamilton Institute 
and is known as 

The Modern Merchandising Course 
and Service 


The fundamental facts and principles of retailing have been as- 
sembled in this new Course and Service by the Alexander Hamilton 
Institute. The men who have written the texts are outstanding suc- 
cesses in the retailing field. They are experts in every angle that is 
essential to the successful operation of a store, whether it is inde- 
pendent or one of a chain. 

This digest of retail methods and principles is now available. It 
offers information that has proved its ability to increase profits now. 
It takes the place of years of costly experience. 

The story of how this Course will increase your profits is told in an 
interesting booklet called “Progress and Profits.”” This book is free. 
We will gladly send you a copy, but we urge you to mail the coupon 
promptly as the edition is limited and the demand for copies is great. 


ALEXANDER HAMILTON INSTITUTE 


po---n-cc rrr nnn 


{| ALEXANDER Hamitton INsTITUTE 
95 Astor Place New York City 





a {A 
Please mail me, free, a copy of ™ Progress and \Modera 


Profits.” 


Position 





Iw Canapa, address the Alexander Hamilton 
Institute, Limited, C. P. R. Bldg., Toronto 


In Encranp, 67 Great Russell St., London 
In Austraia, 11 ¢ Castlereagh St., Sydney 


Company. 
Business 


Address 
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CAN YOU OVERLOOK 
THIS EVIDENCE? 









Carpenters attend- 
ing a demonstra- 
tion of Atkins 
Silver Steel Saws 
in a_ hardware 
store. 











To Attract New 
Customers! 


Included in the great Atkins Sales Plan this year is 
a wonderfully complete idea to bring many new 
customers into your store. Without going into all 
the details of Atkins Demonstration Plan, we want 
you to appreciate that it includes letters to selected 
lists of men who will be valuable customers for you. 
It includes features in your store which will make 
it a center of attraction to men like those shown in 























the picture—men who buy and use better saws and 
tools. 
An Atkins Silver Steel There is no “theory” about the popu- 
Saw costs just a few : . a : 
cents more than a cheap larity of Atkins Saws. Can you over- 
saw, but Oh, what a dif- look this evidence? 
ference in cutting ef- 
ficiency. 
E. C. ATKINS & COMPANY | 
ESTABLISHED 1857 The Silver Steel Saw People 7 
Machine Knife Factory: Home Office and Factory: Canadian Factory: ; 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. : 
Atlanta Minneapolis Portland 
Chicago Paris, France New Orleans Vancouver, B. C. San Francisco 


Memphis New York Seattle 
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Don’t Try to Cheat 
Y ourself 


HERE are any number of 

ways of putting one over on 
your employer, if that is your 
idea of being clever. But there 
is one fellow you cannot cheat 
—and get away with it—that’s 
yourself. 

Your employer may hire you 
for what he hopes you will do, 
but the time is not far distant 
when you will be measured by 
what you have done, and unless 
you are absolutely square with 
yourself you will be stringing 
along with the boys who never 
will arrive. 

When you feel like “nick- 
ing” the boss for a little time, 
remember that you are really 
taking a terrific gouge out of 
your own character, which ac- 
tion soon shows up in your per- 
sonality. You are merely pil- 
fering your own till. 


What Our Readers Say 


It is a real pleasure to read your 
magazine. Your tmformation, ad- 
vice and articles are worth a thou- 
sand dollars to me. 

I haven’t missed reading a single 
copy yet, and am surely looking 
forward for the next copies to come. 

(Signed) B. Bendat, 
Bendat’s Hardware Store, 
Chicago, IIl. 


I cannot see how a_ hardware 
merchant can get along without 
your publication. It has been and 
is still a great help to me. 

(Signed) Fred Wetsler 
Wetsler Supply Co., 
Holbrook, Ariz. 





Member of the A Papers 
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There 1s no summer lull in the sale of 








NO CUTTING NO DRILLING NO MARRING 


NOB-LOC 


I’ you stand behind a counter where NOB-LOCS are on 
sale, you'll decide that everybody in the world has left at 
least one door unprotected awaiting this lock that can be put 
on without tools or experience. 


NOB-LOC is selling fast! It has a novelty about its operation 
that brings a smile of delight to the face of the customer. 
And it is all so simple. No cutting. No drilling. No marring. 
It can be put in place in three minutes by a novice. Nothing 
can go wrong. It looks innocent, but it totally disarms the 
would-be intruder. When locked, the outside knob merely 
spins—and nothing can be done about it. 


NOB-LOC has an appeal that is irresistible. Somehow or 
other its utter simplicity gives everyone a thrill. It is one of 
those rare devices that haunt you until you buy it. 


And the price is so reasonable that there just isn’t any sales 
resistance. It retails for $2.50 complete. Contains cylinder 
lock. Fits any door. Sold with two keys. Finished in dull brass. 


Stock this item that makes summer sales’ totals look like 
Christmas. 


McKINNEY MANUFACTURING COMPANY 


Pittsburgh, Pennsylvania 


Offices: 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 













IT’S A KNOB AND 





NIGHT LATCH 
ALL IN ONE 


for 
ENTRANCE DOORS 
GARAGE DOORS 
APARTMENT DOORS 
WARDROBE DOORS 
SCREEN DOORS 
BEDROOM DOORS 
OFFICE DOORS 

and 
OUT BUILDINGS OF 

EVERY NATURE 















































Simply insert in place of 
| old knobs and spindle 








McKinney Manufacturing Company 

Pittsburgh, Pennsylvania 
Please send me complete information about 
Nos-Loc. 














6/11/27 HLA. 
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TRADE WINDS 


By Llew S. Soule 




















Loyalty 


O retail store can achieve permanent suc- 
cess unless the employees of that store are 
loyal to it. I would fire a man for dis- 
loyalty as quickly as I would for dishon- 

esty. As a matter of fact, disloyalty is a form of 
dishonesty. The store employee is paid for being 
loyal. If he fails in loyalty, he is accepting money 
under false pretenses. 

No employee has the right to criticize or knock 
the firm which employs him. He has the right to 
place his grievances before the man or men in 
control; to point out what he considers faulty 
practices ; to suggest improvements. But he has 
absolutely no right to air his uncomplimentary 
views to other employees or to any one outside the 
organization. ; 

If a store employee cannot conscientiously up- 
hold the methods of his employers, it is his duty to 


resign. If, instead, he complains to outsiders, he 
should be asked to resign. There can be no half- 
way measures in regard to loyalty. 

On the other hand, every retail merchant has a 
responsibility in the matter of loyalty. That re- 
sponsibility is to so conduct his business that his 
men find it easy to be loyal. 

Don’t quiz one employee about the doings of 
another. Don’t encourage common tale bearing 
and gossip. Give every man in your employ a 
square deal and a personal hearing when re- 
quested. It is all right to concede publicly that the 
customer is always right, but find out privately 
whether or not he is right. Unless you are loyal 
to your men you can hardly expect them to be 
loyal to you. 

It’s a mighty poor grade of loyalty that doesn’t 
operate both ways. 


Charity Advertising 


VERY year the hardware merchant faces a 

drain on his advertising appropriation in the 
form of what we term “charity advertising.”” You 
know what we mean. Some local organization, 
institution or association decides to promote an 
entertainment and expects the local merchants 
of the community to buy advertising space in the 
entertainment program, or in the circulars an- 
nouncing the event. 

Much of this so-called advertising has little or 
no value from a strictly advertising viewpoint. 
The space is limited, the circulation limited and 
the very function of the medium is such that the 
advertising matter is seldom read. The only valid 
claim for its use is for creating good will among 
the members of the organization back of the en- 
tertainment. : 

Often also the merchant is expected to donate 
regularly to the organization in question, entirely 
aside from the questionable advertising referred 
to. With proper donations we have no fault to 
find. They represent a matter which deals with 
the individual merchant’s own conscience and his 
desire to aid worthy local organizations as he 
sees fit. 

The so-called advertising in local programs, cir- 


4] 


culars, etc., is, howeyer, in a different class. It 
represents an attempt to force an extra donation 
under the guise of giving advertising value in re- 
turn. Sometimes it does; more often it does not. 
Yet the merchant, through fear of offending some 
organization which, to his way.of thinking, has 
influence in the community, hands over his money 
to both the worth-while and the worthless me- 
diums. 

There is but one way to handle this charity ad- 
vertising problem and that is in a cooperative 
manner through the local merchants’ council or 
some similar organization. Send all solicitors for 
this type of so-called advertising fo the local sec- 
retary. Instruct him to consider each solicitation 
strictly on the basis of actual advertising value, 
just as he would consider newspaper advertising. 
Then back up the secretary’s decision one hundred 
per cent. 

Give as you see fit to worth-while charitable en- 
terprises in your community, but make your ad- 
vertising a part of your business and not a part 
of your charity. Any other method is unfair to 
your business and still more unfair to your ad- 
vertising. 
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IGHT has always been the saving 
grace of the world. It has been 
the greatest enemy of all things 

evil—and it is none the less the enemy 
of that great evil—lost sales. Splash 
light about your store and see for 
yourself whether. or not this state- 
ment is true. But the need for light 
is felt on the streets also. 


Everyone has something at stake in the betterment of 
street lighting. 

But the merchant has a monetary interest in keeping 
the streets well lighted for it is part of his merchandis- 
ing plan. In the last analysis, a street or sidewalk is 
part of the trail leading to the merchandise that the 
people want to see before they buy. The better that 
trail is illuminated, the better the business. In the great 
shopping centers light has always been the influence 
that has done more than any one thing to attract the 
crowds and the spenders. The great stores and the 
theaters simply splash light about in the city streets. 
This is costly in their case, but you may be sure it pays 
them handsomely. 

If the merchants in the smaller centers of business 
will band together to get better lighting for their main 
streets and back that up with bright cheerful lighting in 
their stores they will find it an irresistible lure to the 
people of their communities just as the business places 
in the cities do. People are pretty much the same the 
world over in regard to their responsiveness to light and 
other attractive agencies. It is possible to rouse 
the most docile community to a spending mood 
with the aid of proper lighting. 











Has 


Se oF see See aT ae 


i eog 


Many towns in all parts of the country are already em- 
ploying the “White Way” idea, and enjoying the tremen- 
dous impetus that has been given to business by its incep- 
tion, and hundreds of other towns are about to transform 
their streets into brightly lighted trade trails. 


The town that is brilliantly lighted will draw trade 
from a countryside for miles around. Human beings 
are just as susceptible to the lure of light as are the 
tiny moths. Proper lighting will give the impression 
of thrift and progress and so stimulate buying. Light 
will blazen that town’s street and stores on the minds 
of those who have once visited it, and they will not be 
happy until they can find time to come again. It will 
advance civic pride, another thing that contributes to 
the upbuilding of a good class of trade. Every mer- 
chant knows that the citizen who takes pride in the 
up-to-date appearance of his town or city is a good class 
of customer to deal with. Gloomy streets and stores 
give that man the blues, and the blues never yet made a 
merchant rich. 

Many towns in all parts of the country are already 
employing the “white way” idea, and enjoying the 
tremendous impetus that has been given to business by 
its inception. Hundreds of other towns are about to 
transform their streets into brightly lighted trade trails. 

The cost of adequate street lighting varies from $1.50 

to $2.50 per capita per annum. In one city of 
‘) 12,000 recently provided with a new and up-to- 
date system the annual cost is $1.78 per capita. 























the Way 
to Better 
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This gives a total candle-power nearly double that 
of the former standard of illumination, and the added 
cost is only a little more than 40 per cent more than 
under the old poorly lighted conditions. It is inter- 
esting to note that improved street lighting in a Middle 
Western city resulted in a 41 per cent decrease in 
crimes committed at night. 

So much for light’ng in the streets, but the store must 
also keep in the limelight. Sixty merchants were asked 
the question—“What has better lighting done for you?” 
Their answers in brief were: 

1. Better lighting adds attractiveness and value to 
even the best of merchandise. 

2. Better lighting shows the true value of merchan- 
dise, thus reducing the returned goods problem. 

3. Better lighting creates an atmosphere of cheer- 
fulness which affects customers and salesmen alike. 

4. Better lighting instantly creates an impression of 





How Light Improves the Appearance 
of Stores and Streets 


Above: A hardware store that is a model of 
efficiency in lighting and arrangement of mer- 
chandise. In this store the lamps used are 150 
watts, placed ten feet apart, totally enclosed 
units. Right: The well lighted business center 
of Fremont, Ohio. The photo was taken very 
late at night, which accounts for the deserted 
appearance of the street. During the business 
hours of the evening this is one of the busiest 
thoroughfares in any town of its size. 



















BUSINESS 


cleanliness, neatness and up-to-dateness upon even the 
least discriminating shoppers. 

5. Better lighting overcomes competition by attract- 
ing trade from poorly lighted stores. 

6. Better lighting saves rent by enabling a store in the 
middle of the block to compete with the corner store. 

7. Better lighting makes it possible to use every 
foot of floor space and eliminate dingy corners. 

8. Better lighting brings out the true color and tex- 
ture, thus eliminating the errors in matching goods. 

9. Better lighting pays for itself many times over 
through the increased sales produced by it, for well 
lighted merchandise is already half sold. 

10. Better lighting doubles the attraction and sales 
power of display windows. 

The annoyance of daylight reflections in show windows 
is a matter of common experience to every shopper. To 
the storekeeper, however, it is a matter of great concern 
because frequently the images reflected from 
the street are so pronounced that the display 
in the window is almost obliterated and the 
value of the space is largely lost. 

In a recent test to discover a remedy for 
these conditions, it was found that these re- 
flections caused by a bright sky or brightly 
lighted objects outside could be counteracted 
by projecting on the goods within the win- 
dow an intensity of artificial light comparable 
with the outdoor light. 

Color is attractive and commands attention. 
The secret of successful colored light is in 
making the color suit the display. Each 
color tends to produce a certain definite at- 
mosphere and psychological effect. 
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“Kibitzing” 


By Saunders Norvell 


VACATION is a glorious institution for those 
A taking the vacation! Just now, all over the coun- 

try, businesses are struggling with the vacation 
problem—how to handle the work with a force of em- 
ployees that is all shot to pieces. 


* * * 


My business organization at present consists of my 
secretary and myself. My secretary has gone on her 
vacation. “Her ‘off’ is on!” The postman keeps on 
pushing my mail through the slot in the door. He keeps 
on filling a wire basket hanging inside the door. At 
present there is no way to answer this mail unless I write 
by hand and, I regret to say, I have long ago forgotten 
how to write. My handwriting would be about as in- 
telligible as the cuneiform inscriptions taken from the 
tombs of the kings at Luxor. 


2 7K * 


I have seriously been thinking of having a postal card 
printed, reading something like this: 

“My secretary is away on her vacation and all 
business in our office has been shut down. When 
my secretary returns, we will resume operations 
seventy per cent—possibly eighty-five per cent—of 
full production !” 

* * ca 


I can’t find anything. There aie a lot of keys left in 
the top drawer of my desk, but I don’t know what they 
fit. When I looked for my checkbook I found one of 
1914. I wonder where that 1927 checkbook is! Of 
course, this is a good time for me to read. I can’t write 
these highly illuminating and instructive articles week 
after week unless I occasionally get my own battery 
charged! However, every time I attempt to read the 
confounded telephone starts ringing and somebody wants 
to know why there has been no answer to that letter 
he wrote me. 

* xx * 

The smartest man I know in New York is a man who 
made a fortune. He retired from business. He has a 
delightful office with a large sofa in it. He has cut out 
his telephone. When I called on him he lay down on his 
sofa, puffed a cigar and remarked that no man who had 
any consideration for his peace of mind, digestion or 
nervous system would ever have a telephone in his office. 
“Why,” said this friend, “insane asylums are just full of 
people who have been telephoned dippy!” This man’s 
office has no name on the door and the door is always 
locked. 

* * * 

When I was a traveling salesman out in Colorado, at 
first I had no office. I called on people and did a good 
business. When I got ready I left the stores of my cus- 
tomers. Nobody could bore me because I could walk out. 
After a while, however, my head begdn to swell. I de- 
cided to open an office. I opened it. I sent out notices 


to all of my customers in the State to call at our office. 
They called. The next thing I knew, instead of devoting 
my time to traveling around and selling goods, I was 
spending a large part of my time sitting in my office 


entertaining customers who all smoked, were hungry, 
wanted to go to the theater, but scorned anything like a 
want list! Of course, I had to be polite. I could not 
throw them out. They came to Denver on a sort of va- 
cation. They had plenty of time. My office was a very 
convenient loafing place. It never seemed to occur to 
them that I had to sell goods for a living. 


* * * 


A. B. Waite, who traveled for The Simmons Hardware 
Co. at that time in Iowa, sent one of his best customers 
out to see me with a letter of introduction. He asked 
me to entertain this customer. Waite was a good friend 
of mine, and so I took this dealer in hand and went up 
and down the chutes with him. He consumed a lot of my 
time and a number of very valuable dollars. At Christ- 
mas time I met Waite at headquarters. He told me a 
good joke. The joke was on me. He happened to re- 
ceive a general letter from the house in this customer’s. 
store which told about my selling a carload of fish hooks 
or something like that. He read the letter to the cus- 
tomer. “Well, well!” remarked the customer, “J don’t 
see how that fella could ever sell any goods. Why, when 
T was out there in Denver, he didn’t do a thing but enjoy 
himself !” 

ok * * 

By the way—A. B. Waite, who is now a judge in his 
native town in New Hampshire, sent me a ten pound 
box of maple sugar the other day. I have heard of edi- 
tors getting cabbage and even eggs, but I never knew 
one to get maple sugar before. Thanx, A. B. W.! 


*K * * 


This is a vacation article. That means it is written 
without the slightest strain on the author’s mind and it 
is also warranted not to produce high blood pressure in 
the reader! Do you get the moral of the story of my 
Denver ,office! Say, boys, when you do well wearing 
out shoe leather beware of that private office idea. It 
is not a winner. Push the other fellow up against the 
wall in his office and bore him, but never, never let any- 
body into your office to bore you. This is some wise 
advice that you won’t find in Proverbs, either ! 


* * * 
My brother Frank used to work for me in Denver. 


One of our other salesmen’s customers made it a prac- 
tice to drop into our office about once a week. He always 


‘came at lunch time. He never bought any goods because 


his account was handled by another salesman for our 
house. Time after time we took him out and fed him on 
soda crackers and oyster stew. This may have been 
throwing bread upon the waters—but my brother and I 
never saw the crop! Finally, one day, we decided to play 
a little joke on him. It was his day to arrive. I said: 
“Frank, you go and eat lunch early. Then, when he 
comes, I will excuse myself, go out, get lunch and leave 
him with you.” He came, all right. Frank had had 
lunch. I got up, pleading an engagement, and left. 
When I returned, late in the afternoon, Frank told me 
that he sat and sat. One o’clock came. Then one-thirty. 
Then two. The conversation, which had been animated, 
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became desultory. Finally this dealer lapsed into silence. 
He turned around to Frank at about two-thirty and said: 
“Well, don’t you feel hungry?” “Oh, no,” replied 
Frank, “J had my lunch before you came in!” Those 
were great days in that Denver office. I never knew 
then that the time would come in my life when I would 
have nowhere else to go except my own office! ! 


* * * 


Ho, hum; ho, hum. There is another retired man I 
know. You see, birds of a feather flock together. 
Daniel T. Mallett was formerly the owner of The Hard- 
ware Dealers’ magazine. Daniel and I have always been 
pretty good friends. He sold out and retired to a farm 
in New Jersey. He told me he proposed to devote the 
rest of his life to breathing fresh air, drinking milk and 
eating vegetables and other things he raised on his farm. 
Time passed. The other day Daniel dropped in to see 
me. Sure, he’s back at work. He couldn’t stand the 
farm. The old fire horse missed the fire bell! 


* * * 


I know the entire hardware trade will be delighted to 
hear that Daniel Mallett is again at work. He is con- 
dlucting— 

The Business Library 
130 West 42d Street 
New York City. 


Daniel’s idea is that in a city like New York there 
should be a complete library of all business literature, 
so he is gathering up catalogs and pamphlets in every 
line of business, is card-indexing them and having every- 
thing so systematically fixed that if there is any subject 
on which a person needs business information, all he has 
to do is to look up this subject on his card and there 
would be listed all of the publications he has. _He even 
told me he wished to put “Forty Years of Hardware” in 
his collection, so I gave him an autographed copy. I 
think, though, that he was spoofing me and I propose to 
send some stranger to Daniel around there to ask for 
“Forty Years of Hardware” and see if he can find it! 


* * * 


Now, the funny’ part about Daniel Mallett’s running 
The Business Library is that he is paying his own rent, 
paying his employees and doing all this work for nothing. 
His service, he tells me, is entirely free. “Well, you 
sure will do an enormous business in New York City 
when this fact is discovered!’ was my conclusion. Say, 
boys, when you come to town and want to see some- 
thing funny, go around and see Daniel at work in his 
Business Library ! 

* * * 


I suggested to him that he must feel fine when he 
makes out his income tax report to write under the 
proper number: “No salary.” This gives me a thought: 
possibly Daniel is running this library so he can charge 
up the loss against his income tax. I think this needs 
looking into! I told him I would give him one of my 
gold leaf, one hundred per cent write-ups, but I am 
afraid when this comes out that it will be time for me to 
tale another vacation ! 


* * * 


Editors receive other things besides maple syrup. 
Mr. J. A. Dury, the vice-president of The Connors Hoe 
and Tool Co., manufacturing hoes, forks, rakes and 
hooks with corksteel handles at Columbus, Ohio, has 
sent me several patterns of light garden hoes and manure 
forks. This package came by express, carefully sewed 


up in burlap. I am going to take them out to my farm 
and use them at the first opportunity. Then I will write 
an exhaustive opinion on corksteel handles from the 
standpoint of a farmer. 

* * * 


Receiving these manure forks reminds me of a young 
fellow who some time ago came out to my place to visit 
my daughter. We were standing out on the front lawn. 
The week before I had paid quite a large bill for a wagon 
load of sheep’s manure. This young fellow evidently 
thought it was up to him to get in solid with the “old 
man.” “How lovely it is here!” he said. ‘What beau- 
tiful flowers you have! One can just see, by the way 
these flowers grow, that they are raised with love and 
affection.” “Yes,” I replied, “that is correct. Love and 
affection and a whole lot of sheep’s manure!” The poor 
young man looked at me and, I am sure, decided that 
there was no romance in my soul! Well, of course, in 
this world some of us enjoy all the romance, but some- 
body else must pay for the sheeps’ manure! I will report 
later on how a corksteel handle feels. If I were called 
upon right now to give an expert opinion on a steel shaft 
golf club I think I could do pretty well, but it is going to 
take a little practice to learn all about the steel shaft of 
a manure fork. That will certainly be a new one on me. 
The world do move. 

*K * 


Tell me, does a new word every now and then stick 
in your mind? The other day I ran across the word 
“‘xibitzer.”” There was something about this word that 
aroused my curiosity. I guess it is not a new word. I 
learn it is from the Yiddish. I have been inquiring just 
what a kibitzer is. I am informed by one of my Jewish 
friends that it is a fellow who talks a whole lot, is good- 
natured and genial, but never gets anywhere. That is 
why I have christened this article “Kibitzing,” this being 
the verb of “kibitzer.” Well, well. As I review my life, 
I have known a good many kibitzers. I am sorry I did 
not know the word before. I think I could have used it 
to advantage in general letters to salesmen. For instance, 
a sales letter might start out as follows: 


“My dear Fellow Kibitzers :— 

What is the matter with starting the fall campaign of 
sales before Labor Day? Why wait for Labor Day? That 
does not come until Sept. 5, 1927. If you wait until then, 
you will not get to wogk until the 7th or 8th because, you 
know, all kibitzers have to rest up a day or two after taking 

a vacation before going to work.” 


When I returned from my “off” on the yacht, I had to 
rest two days before I could get to work again! 

However, speaking of yachts reminds me that our host 
on that yacht gave me the book he was reading, entitled: 
“Your Money’s Worth,” by Stuart Chase and F. J. 
Schlink. Say, fellows, you just ought to read that book. 
It certainly does put a pin into the bubble of package 
goods and national advertising. I notice it was pub- 
lished by The Macmillan Co., New York. I do not 
know the price, but suppose it is about two dollars. 
Chase and Schlink must have put in a terrible lot of time 
gathering the facts they write about in this book. I am 
not going to review this book here because my secretary 
is still on her “off,’”’ but, take my word for it, everybody 
who buys goods, either at wholesale or retail, in any line 
of business, should get this book and study it. If every 
housewife in the land, and they are said to buy 85 per 
cent of all the goods, should read this book, there would 
be a buyers’ revolution. The subtitle of the book is “A 
Study in the Waste of the Consumer’s Dollar.” 

(Continued on page 80) 
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The Town Your Business Lives In 


By R. N. Fellows 


A good many dealers profess not to believe in adver- 
tising, or in spending money for selling. It so happens, 
however, that it is not a matter of belief. EVERY dealer 
spends a good deal of his money for selling expense, 
whether he likes it or not. Your location, show windows, 
signs, fixtures, employees and stock are all advertising 
and selling expenses. In every department of your busi- 
ness a large percentage of your expense is devoted to the 
selling of the things that make up your business. 

Now, if you spend ten dollars in fixing a show win- 
dow which is seen by a thousand people, you are paying 
a cent for every person that sees it. 

But if only twenty of the thousand are prospects for 
you, you are spending nine dollars and eighty cents for 
no purpose whatever—or you can calculate that you are 
spending fifty cents for every prospect that sees the 
window. 

If you spend a hundred dollars for an advertisement 
in the newspapers that will be seen by fifty thousand 
people, you are paying one-fifth of a cent for every per- 
son who sees it. But if only one thousand of the people 
are prospects for you, you are spending ninety-eight 
dollars for no purpose whatever—or you can calculate 
that you are spending ten cents for every prospect that 
sees it. 

You can’t help spending money as selling expense. 
But you CAN spend it CAREFULLY AND WISELY. 
And the wisest way you can spend it is to spend it as 
much as possible on the town where your business lives 
-——on the people who are logical prospects for you—with- 
out wasting a cent on people who don’t live in the same 
town as your business. 

Business today is relying too much on GENERAL 
facts, GENERAL theories and GENERAL conditions. 
While all things affect each other, the only thing that 
really counts for you is the facts bearing on YOUR 
BUSINESS, the theories relating directly to YOUR 
BUSINESS, and the conditions surrounding YOUR 
BUSINESS. 

Sticking to the town your business lives in—watching 
its growth—knowing its inhabitants—is the way to make 
your business grow. In your private life you may be in- 
terested in anything you like—chess, the world court, 
the movies, golf or prohibition. But as far as your 
business goes, to make a success you MUST live in the 
town your business lives in. 

The most important thing you can do in your busi- 
ness town is to talk to its inhabitants regularly, as per- 
sonally as possible, and effectively. Direct advertising 
offers a most economical and practical means for doing 
this. With direct advertising you come as near as pos- 
sible to a personal call, you say everything you want to 
say, and you don’t spend a cent or a moment in talking 
to non-prospects. 

Direct advertising begins with taking a census of your 
own—a census of the town your business lives in. This 
census is called a mailing list. It tells you the number of 
people in the town, their names and addresses, what 
kind of people they are, how much money they have, 
what goods they are interested in, etc. 

If you will take your list of customers, and study it 
carefully, you will see just exactly the basis for taking 
your business census. By noting where your customers 


live, vou will get a practical idea of your trade area— 
of the geographical limits of your business town. If you 
will then study the people, you will find certain points 
which they all have in common. You will find, first, 
which drive a Hudson or an Essex, which drive some 
other make of car and which do not yet drive any car. 
You will find out those who have a good deal of money, 
those who haven't very much, etc. All these things are 
important for you to know, because they tell you what 
appeal will bring your customers back. 

From the information gathered by your study, you 
will be able to go ahead and pick out the other inhabit- 
ants of your business town—your logical prospects. The 
city and telephone directories, club lists, tax lists, auto- 
mobile registration lists, etc., will give you the names 
and addresses of these people, as well as other data. 

Your mailing list, however, won’t be of much use to 
you unless you put it to work. It won’t bring you the 
maximum results unless you use it regularly and con- 
sistently. If you have to address two or three thousand 
post cards or letters each month BY HAND, the chances 
are that your good intentions will NOT be carried out. 
That is why an addressing machine is practically a ne- 
cessity for a successful direct mail program. 

The addressing machine will further add to the effec- 
tiveness of your direct mail because it will help you in 
classifying your names and DIRECTING your sales 
appeal. The names and addresses—and often the per- 
sonal salutations are embossed on metal card index ad- 
dress plates. Little colored tabs inserted in certain of 
the 12 tab sockets across the top of the plate indicate the 
characteristics of the customer or prospect. 

Because of these tabs you are able to file all your ad- 
dress plates together and still send specific information 
to the various kinds of prospects. The plates for the 
particular class you want to reach at any time are se- 
lected automatically to address the circular, card or letter 
as the case may be. These metal address plates, printing 
through a ribbon, are even used to “personalize” your 
sales letters by filling in the name, address and personal 
salutation. 

The consequences of the consistent use of direct adver- 
tising are that the inhabitants of the town in which your 
business lives become better and better acquainted with 
you, your bsuiness and your methods. Their natural 
reaction when they have need of vour services is to call 
on you. They simply have been told about you often 
enough so that they cannot forget you when they need 
you. And, moreover, your messages will stimulate them 
to a new idea of their needs. All this is reflected in sales 
+in dollars and cents. 

It may be doubtful whether or not it is worth while 
to spend money in talking generally to the people in 
your vicinity. But it IS worth while to talk to your 
customers and prospects—for from them and from them 
alone is coming every cent of the money that your busi- 
ness will make in the future. If you will spend a quar- 
ter a year on every good prospect your business has, 
you will find that it pays and pays well—not because 
direct advertising is a magic trick that coins money, but 
because the common-sense method of telling people regu- 
larly, simply and consistently about your business, as a 
matter of course, brings in more customers. 
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Kiddies Want Toys 
All Year Round— 


Lammers Sells Them 


HE fact that Christmas comes only once a year 

i does not destroy the belief of Charles Lammers, 

Cincinnati hardware merchant, that boys and girls 
like to receive toys during the long interval between 
Santa’s visits. Accordingly, he carries a liberal stock of 
toys all the year round and has found that the setting 
aside of a prominent space in his store for a permanent 
toy display is a profitable policy. 

On two large counters, situated almost at the central 
point in the store, is the exhibit of toys. One counter 
is 3 ft. wide and 8 ft. long, while the other, 3 ft. wide 
and 16 ft. long, is arranged in pyramid fashion, two 
smaller display racks resting on top of the counter. Both 
counters are but 35 in. from the floor, so that children 
can reach the toys and examine them. Mr. Lammers 
has discovered that there is little risk in permitting the 
handling of the merchandise. It is only the winding 
toys, the mechanism of which is delicate and easily in- 
jured, that are placed on the top pyramid shelf where 
they cannot be touched. 

No particular style or kind of toy is given preference. 
The stock is of well-rounded character and is designed 
to please greatly varying tastes and fancies. Mr. Lam- 
mers is of the opinion that a permanent toy department 
must be large enough to give the child a range of mer- 
chandise from which to choose the toy which he likes 
best. In brief, the stocking of a few toys throughout the 
year will not prove to be so successful as investing in a 
wider line of stock. From a price standpoint, no set 
rule is applied. Both inexpensive and quality goods are 
carried. Of course, more high-priced toys are sold just 
before the holidays than at any other time of the year, 


This all year toy de- 
of Charles 
Cincinnati. 


partment 
Lammers, 
has a prominent loca- 


tion on the sales floor. 





but children’s birthdays*are scattered throughout the 12 
months and generally they are the occasion for expensive 
gifts in the form of toys. 

By a bit of psychology Mr. Lammers feels that the 
toy department brings additional sales of staple hard- 
ware items. Ofttimes boys are sent to the hardware 
store by their mothers and fathers to purchase a ham- 
mer, nails or some other product. If the boy has several 
stores from which to choose, he naturally will go to the 
one in which he can look at toys. Furthermore, he will 
acquire a desire to possess a certain toy which he sees, 
and when he returns home he will try to induce his 
parents to buy it for him. 

Since Mr. Lammers is situated in one of Cincinnati’s 
prosperous suburbs, with a good rural trade near at 
hand, he sells many toys to people from the farming 
districts and from the small villages in adjacent territory. 
This, of course, is in addition to the volume of toy busi- 
ness realized from customers living in the vicinity of his 
store. 

Thus, willingness to invest in a liberal stock of toys 
and to devote a valuable part of the store to their display 
has resulted in building up a large trade which has in- 
creased the company’s profits to a considerable extent. 
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Too Many Retailers or Too Many 
Retail Stores? 


Artificially Created Retailers Are Responsible for a Situation in Many 
Communities Which Can Only Be Overcome by a More Careful 
Selection of Dealers by Manufacturers and Wholesalers 


By Hiram Blauvelt 


Vice-President, Comfort Coal-Lumber Co., Inc. 
In Printers’ Ink 


OT so long ago a much mooted question was 

widely raised and discussed: ‘Are there too 

many retailers?” The answer semed to indicate 
there were then, yet even now their numbers increase 
and—well, one can hardly say that they “prosper.” What 
is the cause? Who is at fault? 

Undoubtedly the great disturbing fact is the real 
estate operator. Land in most suburbs has sold well, at 
high prices, so high in fact as to perplex the local citizen 
who thinks he knows real estate values in his town. The 
buyer, usually an outsider, often finds himself with an 
expensive piece of vacant or antiquated property on his 
hands. It he can’t sell the lot or old building as is, 
he must put something modern on it to “carry his invest- 
ment.” What shall it be? The stereotyped answer is 
always “stores and apartments.” So stores and apart- 
ments are put thereon regardless of how many other 
stores, empty or occupied, there are in town or how 
many the population can support. 

These in due time are built and finished, then the 
real estate man must go out and rent the stores. If 
no established, experienced and reputable storekeepers 
are available, he must “create” tenants. He does so by 
persuading somebody with a little capital who knows 
nothing about that particular, or any line, to “go into 
business for himself.” 

The result is a lot of new competition—a fool and 
his merchandise are soon parted—prices are cut, not 
enough busness to go around, credits get bad and the 
retail trade of that whole territory or city is demoralized. 
The newcomers, in truth, stay in business only long 
enough to lose their little money and drop out, but while 
they’re doing it the legitimate retailers suffer, and as 
soon as one lot fails another crop of “created tenants” 
comes in like innocent sheep to lose their fleece in turn. 
So it proceeds, the continual building of new stores 
and frenzy of getting tenants to rent them. 

The president of a suburban bank in a town of 
20,000 states: “We have seventy-two vacant stores in 
our town business district today, yet more are being 
built every day. Small merchants are going in and out 
of business with remarkable rapidity. There is a notice 


of a bankrupt sale in our newspapers sometimes every 
day for a week steady. Well, what can be expected? 
Rents asked are absurd—about $250 a month, yet they 
have to get it based on what they paid for the property. 
That means a storekeeper must make $10 a day clear 
just to pay his rent before he’s working for himself at 
all, which takes quite a nice little volume in a small 
town like this. The store is so small, however, he 
can’t store stock enough to maintain such a volume. 
The result of this and his inexperience is that as soon 
as he uses up his savings and small capital he goes out 
of business. 

“It’s got to the point where it’s a positive risk to 
extend credit to almost any merchant on Main Street. 
Yet they keep on paying high prices for business prop- 
erty which forces them to build still more stores with 
high rents and then they’ve got to go out and rent them. 
If there was ever an unnatural competition this situation 
is surely one.” 

It’s a difficult problem for the individual manufac- 
turer, jobber and wholesaler. Obviously they can’t very 
well say to the real estate operator: “Stop building 
unneeded stores, you’re putting the business of ourselves 
and everyone else in the community on the bum.” But 
they can watch credits and not put anybody into busi- 
ness that should not be there, with their merchandise. 
Such a “first sale” without repeats would not do them 
any permanent good in that town, because when there 
are too many artificially created retailers they are the 
first to contribute big-heartedly to the bankrupt sales. 

About the only protection the wholesaler has against 
too many retail stores is to be doubly careful about 
selecting and passing on his new retail customers. This 
in turn will discourage a lot of unpremeditating simple 
souls with a little money in the family sock from being 
talked into “going into business” just because some- 
body has a store to rent. It certainly seems time to hand 
pick customers carefully in districts where retail dis- 
tribution is laboring under these heavy difficulties of 
“stores and apartments’”—principally stores—going up 
blindly and daily. 





On “The Passing of the Junk Shop” 


G. BARTEL, vice-president of the E. M. Bush 

e Hardware Co., Evansville, Ind., and a director of 
the N. R. H. A., writes as follows, commenting on a 
recent editorial in HARDWARE AGE: 

“Your rules for keeping a hardware store clean, as 
outlined in your article ‘The Passing of the Junk Shop,’ 
are good; now, if you will kindly pass on to us some 
means or method or even a jugful of something that 


will stimulate the ‘mental energy’ of a large per cent of 
hardware storekeepers, then you will have done or ren- 
dered the hardware fraternity a real service. 

“Most of us know what to do but lack that something 
that causes us to ‘git busy.’ You have stepped on our 
toes in a number of your articles but we grin and go on 
as our gain is always larger than our pain. ‘Come down 
and see how clean we are.’ ” 
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Ten Ways to Stimulate Sales 
of Sporting Goods 


What Do You Do That’s Different? 


1. CHown Harpware Co., PorTLAND, Ore., holds 
special sales every Saturday in standard, seasonal sport- 
ing goods items. It gives prizes for the largest fish 
caught each season, which is displayed in its window. It 
does consistent newspaper advertising and employs men 
in its sporting goods 
department who like 
to hunt, fish and take 
part in athletic con- 
tests. 

2. Tue RICHMOND 
HARDWARE Co., RICH- 
MOND, CAL., operates 
an information bureau 
in connection with its 
sporting goods de- 
partment, and keeps 
at all times a variety 
of stock suitable to 
meet all tastes. It dis- 
plays sporting goods 
continually in the most 
prominent part of its 
store and in its main 
window. 

3. Joun T. Litter, 
SpoKANE, WASH., is 
an ardent sportsman, 
and is known as an 
authority on sports in 
his community. He 
holds contests for the 
largest catch or bag 
of the season, and 
mounts the heads of 
the best specimen free 
of charge for the 
prize winner every 
fall. He believes in 
newspaper advertis- 
ing and direct mail 
advertising, continual 


and spectacular dis- 
plays. 

4. THe WaASHING- 
TON Harpware Co., 


Tacoma, WasuH., organizes baseball, basketball, and 
football teams among the local clubs, churches and 
schools. It is the sporting goods and athletic headquar- 
ters in Tacoma. 

5. Tue Wartson-FiycGarE Harpware Co., OGDEN, 
Uran, arranges special window displays of sporting 
goods every week, which attract unusual interest. It 
gives the person who catches the largest trout of the 
season a $20 rod and a complete new outfit. 

6. Tue Kimpati-Upson Co., SACRAMENTO, CAL., 15 
a hardware store that has become a sporting goods house 





Complete and neatly arranged sporting goods department of Richmond Hardware 
Co., Richmond, Cal. 


hy concentration on all kinds of outdoor goods, intensive 
sales campaigns, advertising, displays, contests, ete. 

7. Cuas. Brown & Sons, SAN FRANCcIsco, holds spe- 
cial seasonal sales on sporting goods four times a year— 
spring, summer, autumn and Christmas. It does continual 
newspaper advertising 
and has __ sporting 
goods in its window 
at all times. 


8 THE SUNSET 
HARDWARE Co., BeEr- 
KELEY, CAL, does 


newspaper advertising 
and devotes one of its 
windows at all times 
to sporting goods. 
The men in its sport- 
ing goods depart- 
ment are authorities 
on all kinds of sports, 
especially _intercolle- 
giate and interscholas- 
tic sports. As a result 
this firm has the good 
will and patronage of 
the high school and 
college boys and girls 
in Berkeley, which is 
the seat of the Uni- 
versity of California. 

o, Tae PALACE 
r1ARDW'ARE Co., SAN 
FRANCISCO, specializes 
in the kind of sport- 
ing goods that busy 
business men _ favor, 

and since its store is 

* situated in the heart 
of the downtown bus- 
district it has 
built up a class of 
that is as 
different as it is prof- 
itable from the ordi- 
nary city stores. 

10. Tue C. W. Ayer Harpware Co., SALINAS, CAL., 
has mounted heads and stuffed fish and game on display 
in its sporting goods department, which is in the most 
prominent part of the store. 

Here are ten or more excellent ideas for the dealer 
who carries sporting goods. There is still a good demand 
for this line of merchandise, as the vacation season is 
not yet over. Many will go to the lakes, shore or hills 
for the three-day holiday at Labor Day. Try some of 
these ideas in your store. They are all practical and can 
be adopted for universal use. 


iness 


business 
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A. M. Peeler 
President 





W. P. Stevens 
Vice-Pres. and Treas. 


ORE than fifty 
years of service to 
and 


Macon, Ga., 
the surrounding territory 1s 
written in the record of the 





The Peeler Hardware Company’s establishment in Macon, Ga., at the corner of 
Cherry and Broadway 


Peeler Hardware Co. 
Passes Half Century 
Mark 


Macon, Georgia, hardware firm has gained 
from the experience of its officers and em- 
ployees whose services it has retained over 
a long period of consecutive years. 
tory closely related to the history of Macon 





C. W. Johnson 
Secretary 





T. L. Funderburk 
General Manager 


payroll of the Peeler Store. 

In the half century of its 
history the Peeler Hard- 
ware Co. has grown as 
Macon has grown, steadily 
holding its own as the city 


Its his- 








Peeler Hardware Co., lo- 
cated in that city at the cor- 
ner of Cherry Street and Broadway. 

More than half a century ago Johnson and Lane 
founded a small hardware store in Macon, Ga. This 
store was the second to be established there. Thirteen 
years later the Southern Hardware Co. bought the stock 
and business of the two partners and continued business 
under the name of the Southern Hardware Co. 

The next step in the development of the firm was the 
absorption of the Macon Hardware Co. The additional 
stock necessitated the removal to larger quarters. A few 
years later the firm name was changed to the Merritt 
Hardware Co. This name was used until 1925, when 
A. M. Peeler purchased the business and changed the 
name to Peeler Hardware Co. 

In the meantime, during the period while known as the 
Merritt Hardware Co., the business had grown rapidly 
in size and prestige, purchasing the stock and business of 
Culver and Corbin and the Watson Hardware Co. Again 
the growth forced a removal to larger quarters, where 
they are now situated. 

The firm today is one of the largest hardware concerns 
in middle Georgia. Besides a large retail trade, it han- 
dies a volume of wholesale business which requires the 
services of six traveling salesmen. The company uses 


five floors and has a large warehouse and cellar for han- 
dling its large stock. Twenty-nine employees are on the 


has progressed. Its history 
is an interesting story in the annals of human progress 
as well as a chapter in the history of Macon. 

When the firm was established the horse collars han- 
dled were made by hand from poplar bark. One of 
these is kept in the store as a relic. The plow points 
which the company sold in those days were made by 
hand in Macon. 

The officers of the company are A. M. Peeler, presi- 

dent ; W. P. Stevens, vice-president ; C. W. Johnson, sec- 
retary; T. L. Funderburk, general manager ; and W. W. 
Jones, manager of the retail department. 
' The firm has gained from the experience of several of 
its officers and employees whose services it has retained 
over a period of consecutive years. A. M. Peeler, 
president, has been with the firm for fourteen years; 
C. W. Johnson, the secretary, has been connected with 
the company for twenty-seven years ; W. W. Jones, man- 
ager of the retail department for twenty-nine years ; and 
T. L. Funderburk, the general manager, has a record of 
thirty-nine years consecutive service. 

The Macon News, one of the leading papers of 
Georgia, realized the importance of the association be- 
tween the growth of the company and with the growth 
of Macon. In a recent issue that paper devoted an 
entire section to a historical presentation of the com- 
pany’s activities and the golden anniversary celebration. 
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Dellenbaugh Moves to New Store After 
Quarter Century in Business 


Lorain, Ohio, hardware business housed in new two- 
story building, with full basement, costing approxi- 


mately $30,000 


WENTY-FIVE years ago O. F. Dellenbaugh of 

Lorain, Ohio, resigned a clerical position with the 

Baltimore & Ohio Railroad to open a hardware 
store at 1922 Broadway, in that city. He began business 
in a modest way, 
forming a small stock 
company and naming 
the enterprise The 
Central Hardware 
Company. Within 
three years he was 
able to buy out the 
other stockholders and 
became the sole owner. 

Mr. Dellenbaugh 
has made the most of 
opportunities as they 
presented themselves 
and as the years rolled 
by he has constantly 
added new lines of 
merchandise as de- 
mands for them grew. 

After a quarter of a 
century of dealing 
with the Lorain pub- 
lic, the Central Hard- 
ware Company, some 
months ago, formally 
opened a new and 
modern store, directly 
across the street from 
the old location. Many 
of the visitors at the 
opening were men and 
women who have been 
steady customers of 
Mr. Dellenbaugh since 
he entered the hard- 
ware business twenty- 
five years ago. 

The new home of 
the Central Hardware 
Company is a two-story building with a full basement, 
erected at a cost of approximately $30,000. The front is 
of tapestry brick with two especially attractive display 
windows. The building measures 26% x.-133 feet in 
size. Four suites of offices take up the front half of the 
second floor. The remaining floor space comprises the 
radio, range, electrical appliance and kitchen utensil de- 
partments. The radio corner is fitted out for the comfort 
of prospective customers. 

Modern display panels and showcases have been in- 
stalled throughout the new building and make the store 
one of the most attractive and up to date retail merchan- 
dising establishments in the state. Through the use of 





this system, samples of every one of the more than 6,000 
different kinds of articles sold by the store are in plain 
view of the customer. This is made possible by the use 
of glass cabinets. In each of the cabinets appear samples 
of the items which are 
kept on shelves di- 
rectly back of the 
cabinets, which swing 
outward on_ hinges. 
The system is one 
form of self service, 
according to George 
A. Russell, vice-presi- 
dent and manager of 
the firm. 

“The display cab- 
inets often perform as 
much service as a 
salesman,’ Mr. Rus- 
sell says. “A customer 
comes into the store 
and can see at a glance 
every sample of the 
particular kind of ar- 
ticle he is seeking and 
very often finds just 
what he wants before 
a clerk can reach him.” 

Mr. Dellenbaugh is 
president of the Cen- 
tral Hardware Com- 
pany. His son-in-law, 
George A. Russell, 
who entered the busi- 
ness six years ago, is 
wice - president and 
manager. Mrs. Mil- 
dred D. Russell, wife 
of the manager, and 
daughter of the presi- 
dent, is secretary. 

A saw is the trade- 
mark of the firm, as 
can be'seen in the accompanying photograph of the new 
store. The idea of using a saw as an insignia was origi- 
nated by George A. Russell, the store manager. 

One of the most complete radio repartments and home 
furnishing departments is to be found on the second floor 
of the new home of the Central Hardware Company. The 
radio department looks, for all the world, like a room in a 
home. Easy chairs are placed about this room, a heavy 
carpet covers the floor and many models and types of 
radio are displayed. Perfect radio reception is guaran- 
teed in this specially prepared room, as sound and noise 
is practically eliminated, and the various radio sets can 
be tested under home conditions. 
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Weekly Specials and Sales Women Build 


Ogden Housefurnishings Business 


EEKLY specials and the utilization of sales- 

women instead of salesmen are given as two im- 

portant factors which help build sales in the house- 
furnishings department of the Ogden Hardware Co., 
Ashland, Ky. J. S. Ogden, president, tells us sales in 
this section amounted to $47,000 in 1923; stock on hand 
Dec. 31, 1923, inventoried at $13,695; sales for January, 
1924, and February, 1924, were 30 per cent greater 
than for the same two months of the previous year. 
From these brief statements you can readily realize that 
this housefurnishings department is a genuine success. 


























Women Run This Large 
Housewares Department 


~ yh 


Associated with Mr. Ogden are his three brothers, 
E. L. Ogden, vice-president ; L. E., secretary ; and 5S. H., 
treasurer. J. S. Ogden is a past president and one of 
the charter members of the Kentucky Hardware & Im- 
plement Association, and one of the founders of the 
newly formed Tri-State Hardware Association, which 
recently had its inception at a dinner held in this store. 

The housefurnishings department has always been a 
banner sales section. The young women in charge keep it 
neat, clean and arrange the stock attractively. Weekly 
specials may be any one of the thousand items carried. The 
special is put on sale at an at- 
tractive price ; advertised in the 
daily papers and frequently 
featured in a window display, 
People of Ashland have ac- 
quired the habit of looking for 
Ogden’s specials. These “spe- 
cials” always meet a hearty 
response ; bring additional peo- 
ple in the store and sell the 
goods offered. 

Whenever practical, the spe- 
cial is displayed in such a lo- 
cation that the buyer must 
pass and notice many other 
housefurnishing items. The 
chief advantage of a weekly 
special lies in bringing many 
more people into the store, 
whiere they receive the silent 
sales suggestion of well ar- 
ranged merchandise and may 
(Continued on page 81) 
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General view of the second floor housefurnish- 
ings department of Ogden Hardware Co., Ash- 
land, Ky., is shown in the upper photo. To 
the right you get a close up glimpse of the 
section of this department devoted to electric 
washing machines, refrigerators, cook stoves 
and the kindred large size items of this line. 
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Juvenile Vehicles Have Cut Overhead 
for Graff Brothers of Pittsburgh 


partments is the cheerful response Howard May- 

berry, manager of Graff Brothers, hardware, Pitts- 
burgh, Pa., makes when asked about his children’s 
department. He is experimenting with them as he is 
doing with sporting goods and radio sets, and does not 
hesitate to admit that the experiment is a growing 
success. 


In the matter of turnover, he hesitates to say that it 
is above nine to ten, but gets around it as follows: 
“You know we are selling wheeled goods—high-grade 
velocipedes, ten and twelve dollar skates, bicycles, scoot- 
ers and kiddy kars, wagons—goods up to $18, except- 
ing bicycles, which run higher. The day of simple toys 
for red-blooded boys is passing. Parents want articles 
that will stand the gaff. We do not have a single toy 
on the floor that is cheap or shoddy.” 


2 ne vehicles that melt overhead in other de- 


As he talked on an $18 velocipede went by on its way 
out—not a big one at that. Pointing to it, he said: 
“That’s my idea—the real thing for the same kind of a 
boy. Headquarters for wheeled toys that challenge 
the best in the child that is fortunately able to own 
them—that’s us,” and he plainly indicated wherein is the 
hardware dealer’s opportunity to gather in some velvet. 


He has checked the number of women customers that 
come into Graff Brothers. He finds that there are two 
women to three men. He‘claims that the women buy 


as much goods as the men, or very close to it. His 
study has confirmed him in the conclusion that women 
are good judges of quality in hardware as in other 
things. The reactions of women customers to high 
quality in wheeled toys is a lively factor in leading him 
to place his confidence in the earning power of a toy 
department in the sturdy grade of goods. “You can 
bank on a woman’s judgment in much of this stuff. 
Take it from me,” is his spicy summary. 


The fact that a salesman can sell a ten to eighteen dol- 
lar article in approximately the same time that it takes 
to sell a fifty cent article establishes a good case in favor 
of the former. “As to overhead and returns, you can 
decide for yourself. What a toy department will do for 
annoying overhead elsewhere in the business is not to be 
doubted.” In this manner, he crystallized in a nutshell 
what he deems to be every hardware dealer’s profit- 
making side line—‘‘nice, clean, business-getting, profit- 
able.” 


Practically all dealers feature this line in the holi- 
day season. These products make excellent gifts and are 
looked forward to with great expectation by the younger 
folk. But it must not be forgotten that the children give 
these vehicles year round use. Except for a few weeks 
when the snow is on the ground, scooters, bicycles. 
wagons and velocipdes can be seen on the street. When 
they are broken they must be replaced. 





General view of juvenile vehicle display at Graff Bros. store in Pittsburgh, Pa. 
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What Price Local Improvements? 
You Should Know 


Local Taxation Which Directly Affects the Merchant and His Customers 
Continues to Rise—In the Face of Successful Reduction of Federal and 
State Taxes 
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in a western school and blows scores of children 

to bits. Crazy, of course; but in his deranged 
mind as its spur to misapplied vengeance on society, 
lurked the searing thought that, had not the taxes for 
a new school system borne so heavily on his farm, he 
would have been able to clear the mortgage which, 
unpaid, was foreclosed. 

In Arkansas a good roads program brought excellent 
highways through parts of the State whose traffic 
theretofore had known the ups and downs incident to 
bumps, holes and ruts. It made vehicular transporta- 
tion smooth. Its unfortunate consequence was that in 
many cases taxes to pay for the improvement amounted 
to sums equal to the value of the adjacent farm lands; 
and ruin faced their owners. 

Insanity and violence seldom derive from excessive 
taxation. Only infrequently does the cost of improve- 
ments approximate the value of the property benefited. 
The above cases are not, therefore, in any sense 
typical. We may call them, rather, symptomatic. They 
are symptoms of a disease which we have been warned 
of for several years, yet about which little or nothing is 
done. That disease is high local taxation and higher 
local expenditure. 

The country applauds efforts of the Federal Govern- 
ment to reduce its expenditures and to reduce tax bur- 
dens on the individual and on business. Success in such 


A MONSTER plants a huge quantity of dynamite 


reduction has been marked; and at the same time taxes 
in States, counties, cities, towns and boroughs have 
continued to mount. 
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Computations of the National Industrial Conference 
Board summarize the situation, the figures representing 
taxes per capita: 


1926 1925 1921 
Federal taxes .. $27.38 $25.71 $45.23 
State taxes .. 10.31 9.59 7.22 
Local taxes.... 34.87 33.09 29.05 


Put in another way, the per capita local tax was 
something more than half the total of State and Federal 
taxes in 1921, and almost equal to the total of State and 
Federal taxes in 1926. It is true, and something to be 
said in mitigation, that many local improvements which 
were postponed during war years and put into work 
later must be taken into account in evaluating these 
figures ; nevertheless, the level which local taxation has 
attained is something for the plain citizen to worry | 


‘about. 


It is one of the defects of our current civilization that 
the plain citizen is so busy with his radio and auto, 
not to mention his sporting events and movies, that he 
leaves the making of his improvements, and consequently 
his tax rates, to somebody else. Since the somebody 
else gets no especial glory for saving a dollar here and 
there, tax economy efforts are largely restricted to 
national business, in connection with which newspaper ! 
publicity can be had by the column. 
Not alone the item of taxation is disqueting, however. 
Hand in hand with taxes, or rather far ahead of them, 
goes the item of public expenditure. The temptation to 
(Continued on page 82) 

















Recent preserving goods window display of Stoner & Schwable, Tiffin, Ohio. 


Preserving Season Opens Profitable Market 
for the Active Hardware Merchant 


market, Tiffin, Ohio, is in the heart of a very 
fine truck farming section, where fruit and 
vegetables are usually of good quality and plentiful. 
Preserving fruits, vegetables, meats, sauces and fruit 
juices becomes the leading indoor sport late in August 
and keeps the women of Tiffin busy for several weeks. 

Fully alive to the merchandising possibilities of this 
thrifty town instinct Stoner & Schwable, hardware deal- 
ers, feature preserving equipment in one window from 
the middle of August until the middle of September—- 
but not the same display or the same idea. 

During the canning season this firm will easily dis- 
pose of 100 gross of preserving cans, several sausage 
stuffers, meat grinders, glass bottles for juices and 
sauces, bottle cappers, crown bottle seals, kitchen uten- 
sils, aluminum and enameled pots, coldpack outfits, 
strainers, scales, dippers, mixing bowls, and the several 
other incidental items necessary and convenient at pre- 
serving time. 

Tomatos, corn, peas, beans, apples, grapes, etc., ap- 
pear to be particularly plentiful this year. C. A 
Schwable expects to do a record business on the pre- 
serving goods. 


AT market, T not identified as an important fruit 





Though they bear little relation to preserving equipment, 
screens, screen doors, wire cloth, screen door hardware, liquids 
for killing and eliminating the fly and mosquito, the necessary 
spray gun, etc., are highly seasonal and profitable all through 


the summer season. This display comes from Arthur C. 
Lamson, Marlboro, Mass., the N. R. H. A. Vice-President. 


The window shown here was his first for the 1926 
season. The following week he planned an aluminum 
demonstration with a suitable window display. He finds 
he can interest a few people in new stoves at canning 
time, for you must have a good stove when putting up 
foods for the winter months. 

Stoner & Schwable distribute about 200 recipe books 
on canning every year. These are obtained from 
utensil manufacturers and are particularly popular with 
the newly married women of Tiffin. The veterans are 
pretty well schooled in the art of preserving and seem 
to inherit a certain ambition and efficiency for this kind 
of work. 

In past years Mr. Schwable has made up preserving 
outfits, and advertised them at an attractive combination 
price. He now makes a practice of featuring and selling 
each piece of equipment separately and has found the 
latter method more successful. 

Arthur C. Lamson, N. R. H. A. vice-president, is now 
operating full blast in his new and very modern hard- 
ware store at Marlboro, Mass. Last week when we 
visited Mr. Lamson he was featuring preserving equip- 
ment in one window and screens, screen door hardware 
and accessories in another window. 
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When Mr. Lamson features a line he does so in a thorough 
way. Note this window display of preserving equipment. 
When we visited the store last week these items were selling 
actively. Scales, stove, jars, jar rings, cold pack outfits, kettles, 
pots, strainers and bottle cappers are included in this assort- 
ment. Both of these Lamson displays incline toward the door. 
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The annual outing on June 30 of the combined force of employees from the offices of The Stanley Works and The Stanley Rule & Level Plant, of 


New Britain, Conn. 


Stanley Office Workers Spend 
Outing at Rainbow Park 


On the afternoon of June 30 the combined 
force of employees from the offices of 
The Stanley Works and The Stanley Rule 
& Level Plant, hardware and tool manu- 
facturers of New Britain, Conn., enjoyed 
their annual outing at Rainbow Park, on 
the Farmington River. 

The outing took place during the time 
of the annual sales convention and thus 
provided a great get-together between the 
salesmen and the members of the home 
office. 

Games, sports, banquet and dancing, all 
served to add to the success of the outing. 
The special feature for this year being a 
three-ring circus made up of talent se- 
lected from the employees. Freaks, ac- 
robats, wild west performers, etc., all were 
well represented. 

These outings have been celebrated for a 
number of years and have become very 
popular with the employees of these com- 
panies. 


Larson Hardware Chain Adds 
Store in Marshall, Minn. 
The hardware store of Nelson and Ho- 


rak at Marshall, Minn., has been pur- 
chased by the Larson Hardware Co., a 


corporation already operating stores at 
Moorhead, Detroit and Vining, Minn. 
The new unit of the chain will be in 
charge of W. J. Bassett, formerly of 


Jayfield, Wis. 


Standard Abrasive Co. Moves 
Plant to Garfield, N. J. 


The Standard Abrasive Co., manufac- 
turer of sandpaper and other abrasives, 
has moved from 449 Pacific Avenue, 
Jersey City, N. J., to Garfield, N. J. The 
company purchased a five-acre tract with 
existing factory, which provided for a 
greatly increased output. 





Kansas City Association Picnic 
Attended by About 700 


Nearly 700 Kansas City hardware deal- 
ers, manufacturers and jobbers’ salesmen 
and their families attended the annual pic- 
nic of the Kansas City Retail Hardware 
Association in the Fairmount Amusement 
Park in that city on July 21. Practically 


every store in the city closed for the after- 
noon, and a program of races and con- 
tests was run off under the direction of 
Frank Spink and John Long. 

A game of kiddie-kar polo between the 
dealers and the jobbers’ salesmen was the 





exciting feature of the picnic, and resulted 
in several wrecked kiddie kars, bruised 
shins and a score of 3 to 2 in favor of 
the salesmen. 


Hourly Fluctuations of Trade 
Studied In Retail Stores 


The Domestic Distribution Department of 
the Chamber of Commerce of the United 
States has just completed a very thorough 
study of the hourly fluctuation of trade 
in retail stores in cities of varying sizes. 

The study was intended to show the 
percentage of the merchant’s total sales 
falling during different periods of the day 
to be used as a guide in arranging his 
work schedule. For the retail merchant 
it indicates when his dull hours occur—the 
hours which he can more profitably spend 
in sorting and arranging stock, dressing 
windows, checking up on his books and 
interviewing salesmen. 

In cities of from 2500 to 10,000 popula- 
tion it was found that 32 per cent of his 
total day’s sales occur before 11 o'clock 
in the morning. Eight per cent of his 
sales occur between 11 o'clock and 3 
o'clock in the afternoon and 60 per cent 
of the day’s volume from 3 o’clock until 
closing time. 

In cities of from 10,000 to 50,000 popu- 
lation it was found that almost three- 
fourths of the day’s business is done after 
3 o’clock in the afternoon, the percentages 
being 15 per cent of the total day’s volume 
before 11 o’clock; 13 per cent between 11 
o’clock and 3 o’clock, and 72 per cent after 
3 o'clock. 

In the next group of cities located in 
towns of from 50,000 to 200,000 popula- 
tion, a decided tendency was noted toward 
mid-day shopping. In this group of cities 
only 2 per cent of the total day’s volume 
was done before 11 o’clock in the morn- 
ing; 51 per cent from 11 o’clock to 3 
o’clock, and 47 per cent from 3 o'clock on. 

This tendency was even more marked 
in cities of 200,000 and over, where 71 
per cent of the total day’s volume was 
found to occur between 11 o'clock and 3 
o'clock; 4 per cent before 11 o’clock in 
the morning, and‘25 per cent after 3 
o'clock in the afternoon. 


The Black Hardware Co. Buys 
Seventy Wire Nail Machines 


The Black Hardware Co., Galveston, 
Tex., recently purchased 70 wire nail ma- 
chines and between 100 and 150 wire 
blocks, together with the necessary equip- 
ment for manufacturing wire nails, out 
of the plant of the American Steel Co., 
Elwood City, Pa., which recently went out 
of business. The Black company will in- 
stall this equipment in a plant at Galves- 
ton, in which it will make wire nails, 
using imported wire rods. 











The outing was held at Rainbow Park which is owned by the company. 


The Archers Co. Publishes 
“The Archers Handbook” 


A very interesting, comprehensive and 
instructive booklet has recently been issued 
by The Archers Co. of Pinehurst, N. C., 
manufacturer of archery equipment. The 
Archers Handbook has been written by 
Phillip Rounsville, the founder of the 
company. 

It is devoted to archery and archers’ 
equipment. Instruction is given in how to 
shoot the bow and arrow. A brief history 
of archery, a catalog of equipment they 
manufacture and short descriptions of 
hunting expeditions with the bow and 
arrow, are some of the subjects covered. 


Casey Sells Half Interest 
in His Jordan, Minn. Store 


C. H. Casey, secretary of the Minnesota 
and South Dakota Retail Hardware As- 
sociations, has sold a half interest in his 
hardware store at Jordan, Minn., to Ed- 
ward M. Meyer, of New Munich, Minn. 
Mr. Casey started in the hardware busi- 
ness in 1893 and was active in the manage- 
ment of the store until he became secretary 
of the association four years ago, since 
that time depending on hired managers. 

Mr. Meyer has owned a hardware store 
at New Munich for the past seven years 
but his business was wiped out by fire last 
February. He will take active charge of 
the Jordan store immediately. 


Farm Price Level 130, Six Points 
Below 1926 


The general level of farm prices for 
July held at 130, the same as for June, 
according to an announcement of the 
Department of Agriculture, published 
Aug. 1. Only small changes by the sev- 
eral groups of products making up the 
general index of farm prices were record- 
ed. At 130 the price level is six points 
below a year ago. 

Corn followed the upward movement 
which has been continuous since March, 
while all other grains turned downward 
from June to July 15. The farm price 
of cotton continued upward, with cotton- 
seed tending to hold up just slightly better 
than last month. The heavy production of 
hay this season has resulted in a falling 
off in hay prices of about 11 per centssince 
June 15. Hog prices, which have been 
declining since February, gained about 2 
per cent over a month ago. Beef cattle 
and veal calves prices were higher, with 
lambs and sheep down slightly. The 
prices of eggs improved somewhat, 
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C. K. Anderson Is Organizing 
Corona Pen Co. of Antioch, III. 


C. K. Anderson, formerly president of 
the American Wire Fabrics Corp., Chi- 
cago, Ill. has purchased the stock of the 
Corona Pen Co., of Janesville, Wis., and 





Cc. K. ANDERSON 


is organizing a new company to be known 
as the Corona Pen Co., of Antioch, Ill. 

The new company is capitalized at $100,- 
000 and is now erecting a factory build- 
ing for the manufacture of unleakable and 
unbreakable fountain pens. 

While no sales policy has as yet been 
adopted, the company has in mind the fact 
that many hardware wholesalers and re- 
tailers carry stocks of fountain pens and 
plans to give every consideration to the 
hardware trade. 

Mr. Anderson has a host of friends in 
the hardware industry who will. wish him 
a maximum of success in his new venture. 





Blackhawk Issues First 
Catalog of Oil-PowerJacks 


The first catalog has recently been issued 
by the Blackhawk Mfg. Co., of Milwau- 
kee, Wis., showing their new line of hy- 
draulic oil-power jacks. It is printed in 
several colors, fully illustrated, and pre- 
sents the models, from 11%4-ton to the large 
75-ton capacity jack. 





Color Appeal Is Urged for Save 
The Surface Campaign 


A. E. Lawrence, advertising manager of 
the Bass-Hueter Co., San Francisco, Cal., 
recently delivered a talk before the West- 
ern Zone Convention of the National 
Paint, Oil and Varnish Association at 
Portland, Ore. As a result of the con- 
structive discussion that followed his ad- 
dress, resolutions were unanimously 
adopted urging the subordination of the 
present “surface saving” appeal of the 
Save The Surface Campaign, and the giv- 
ing prominence to the basic value of color 
and attractiveness. 

This resolution was adopted due to the 
ever increasing usage of semi-permanent 
and permanent materials, which is result- 
ing in a diminishing amount of surfaces 
requiring paint for preservation. The reso- 
lution also stated that there is a vital need 
of collectively impressing upon the public 





the importance and need of paint as it 
relates not only to its preservative value, 
but as it takes place in making the sur- 
roundings more liveable through its beau- 
tifying qualities. 

Mr. Lawrence’s address was the most 
stirring feature of the convention and was 
felt to have increased the interest in the 
Save The Surface Campaign two-fold. 





Gray and Dudley Co. Wins 
Important Court Decision 


An important decision in the furnace and 
stove industry has recently been rendered 
by the United States Federal Court, in 
which Gray and Dudley Co., stove and 
furnace manufacturer of Nashville, Tenn., 
is in no part liable to $1,000,000 damages 
claimed by another manufacturer, in a 
suit of alleged unfair practice. 

The Gray and Dudley Co. showed that 
it manufactured the heaters in question 
when the public showed a demand for 
them and that the heater was one of their 
first products, the Washington Home Fur- 
nace developed later. It was pointed out 
that 14 other manufacturing concerns were 
making the same type of cabinet heater. 

Judge Gore said that Gray and Dudley 
Co. had made special efforts to declare 
its product as its own and that it had the 
right to take advantage of the demand for 
such a product, even if such a demand had 
been created by the other manufacturer. 

The plaintiff must pay the costs of the 
case and the Gray and Dudley Co. is com- 
pletely exonerated, and the case dismissed. 





F. E. Myers & Bro. Co. Holds 
Annual Sales Convention 


A four-day sales convention was recent- 
ly held by F. E. Myers & Bro. Co. in 
Ashland, Ohio. Reports of the year’s busi- 
ness and an outline of the policies of the 
company were given at the opening ses- 
sion. Factory foremen, salesmen, old em- 
ployees, and company officials spoke at this 
session. A tour through the plant was 
conducted for the salesmen. In the eve- 
nings local entertainment was provided. 

Among those who addressed the assem- 
bled sales representatives were: William 
Munn and C. L. Jaycox, who talked on 
advertising; G. D. Myers, sales manager ; 
Guy C. Myers, John C. Myers, Earl Bru- 
baker, and F. B. Kellog, who spoke on 
credits and collections. 





J. M. Hart Co. to Handle Sales 
for New Maine Corporation 


The Keyes Fibre Co. of Waterville, 
Me., a large manufacturer of pulp pie 
plates, was sold recently to the same in- 
terests which control the Rex Pulp Prod- 
ucts Co. The purchase was outright and 
includes the entire assets of the company. 
The Keyes Fibre Co. and the Rex Pulp 
Products Co. will be merged under the 
name of Keyes Fibre Co., Inc., capitalized 
at about $5,000,000. 

The John M. Hart Co., Chicago, IIl., 
which has been sales agent for the Keyes 
Co., will handle the sales organization of 
the two companies. 





Games, Races and Eats for All 
at Cleveland Annual Outing 
Many new stunts in the form of contests, 

athletic and otherwise, were provided for 
the Cleveland retailers at the annual out- 
ing of the Cleveland Retail Hardware 





PHIL WUERTZ 


Association, held at Regnatz Gardens, 
July 27. The Cleveland outing has always 
been such an enjoyable affair that few 
are willing to miss it. The attendance this 
year was up to the usual mark of about 
450. Those present included jobbers and 
manufacturers’ representatives as well as 
retailers and their families. 

During the afternoon there was the 
usual program of: events, and to give full 
measure various contests were added that 
had not been on the program during the 
previous outings. While a large share of 
the contests were for the boys and girls, 
there were a number of events for the 
grown-ups which furnished much amuse- 
ment for the onlookers. These included a 
Volstead race, a Prohibition race (the 
liquor consumed in these contests being 
no stronger than ginger ale), a kangaroo 
balloon race and a marshmallow eating 
contest. The jobbers and dealers lined up 
against each other in a baseball game, 
which was won by the former. 

A crowd of hungry picnickers, following 
the afternoon events, sat down to one of 
the fine meals that this resort is noted for 
serving. Then there was dancing until 
the picnickers got ready to go home. 

The outing was in charge of a commit- 
tee consisting of Joseph Tomasch, Max 
Goodman, Leander Siebenhar and L. V. 
Pfleger. 





Wagner Hardware Co. Holds 
Large Meeting for Dealers 


The Wagner Hardware Co., Mansfield, 
Ohio, entertained on Saturday, July 16, 
one of the largest gatherings of radio deal- 
ers ever held in Ohio. More than 100 
dealers assembled to see a special display 
of the new Arborphone line and to discuss 
sales plans for the coming season with 
Wagner officials and Arborphone repre- 
sentatives. 

The meeting was closed with a short talk 
by Mr. Wagner. A banquet in the evening 
at the Mansfield-Leland Hotel completed 
the program. 
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Philadelphia Retailers Have 
Enjoyable Annual Outing 


The annual big play day of the Retail 
Hardware Association of Philadelphia, 
Pa., was enjoyed by over 200 members, 
guests and friends at the Philadelphia 
Rifle Club on July 20. 

It was an ideal day and everyone thor- 
oughly enjoyed themselves. There was the 
usual baseball game in which the sales- 
men were victorious over the retailers. A 
ball-throwing contest, wood-sawing con- 
test, lawn-bowling contest, ball-passing 
contest, lost-shoe race, inflated-balloon race 
and many other such amusements filled up 
the afternoon. 

In the evening a dinner was served, 
followed by community singing. 

The smoothness of the affair was due in 
a large measure to having each event in 
charge of one or more of the committee, 
who was responsible for the equipment 
and kept things moving. 

Secretary James B. Rose had charge of 
the details and was ably assisted by Horace 
G. Goodwin, Joseph Hahn, Wm. C. Hamp- 
ton, Jos. R. Hood, Chas. D. Huff, Harry 
D. Kaiser, President Phila. and Pasha 
Associations; Wm. H. Tucker, Jr., Louis 
A. Loesche, Jr., Bernard F. Maurer, Wm. 
C. Beener, Robert G. Boal, Wm. F. 
Brown, M. B. Connolly, W. S. Crawford, 
Wm. O. Dobson, M. S. Donahoe, N. C. 
Engle, J. G. Esmonde, Elwood C. Fisher. 
Howard E. Muth, Wm. F. Nugent, George 
R. Park, Jr., W. Glenn Pearce, Edgar 
Pennegar, Chas. P. Reinboth, Frank 
Schempp, Wm. Geo. Steltz, Albert E. 
Stevens, John C. Stine, Jr., C. Richard 
Watson and William A. Wurst. 

The prizes, which added keen interest 
to the occasion, were furnished through the 
courtesy of Erie Tool Works, Greenlee 
Bros. & Co., North Bros. Mfg. Co., Henry 
Disston & Sons, Penn Patching Plaster 
Co., Supplee-Biddle Hdwe. Co. and Win- 
chester-Simmons Co. 





William C. Hays Resigns 


William C. Hays, for more than 20 
years identified with J. K. Larkin & Co., 
Inc., 253 Broadway, New York, has re- 
signed as vice-president and director and 
has established offices at room 300, 30 
Church Street, New York. 





Latest Prices on Sheet and 
Ribbon Zinc Just Published 


Matthissen & Hegeler Zinc Co. of La 
Salle, Ill., have published, effective Aug. 
2, new prices on sheet and ribbon zinc, 
which they manufacture. .Copies of the 
price list can be obtained from the com- 
pany upon request. 


Blackhawk Mfg. Co. Purchases 
The Hydraulic Tool Co. 


An announcement has been made that 
should be of interest to the hardware in- 
dustry at large. Blackhawk Mfg. Co. 
of Milwaukee, Wis., manufacturer of steel 
socket wrenches, circulating water pumps 
and tool grinders, has purchased the 


Hydraulic Tool Co. of Los Angeles, Cal., 
manufacturer of hydraulic oil-power jacks. 





Blackhawk will now manufacture and 
market this line of jacks, embellishing and 
improving it with several new models. 
The Blackhawk jack will be presented to 
the trade in models ranging from 1% to 
75 ton capacity. The officers of the 
Blackhawk Mfg. Co. are, H. P. Brumder, 
president; E. G. Bott, vice-president; L. 
E. Bertane, secretary, and W. P. Ferris, 
treasurer. 





J. L. S. Hutchinson Dies 


J. L. S. Hutchinson, president and 
founder of the Saskatoon Hardware Co., 
Ltd., Saskatoon, Saskatchewan, Canada, 
died in Rochester, Minn., on July 18, 1927. 





Radio Trade Associations 
Sponsor 4th Annual Banquet 


Twenty-two leading radio trade organ- 
izations are listed as sponsors for the 
fourth annual radio industries banquet, 
which will be held on Wednesday, Sept. 
21, at the Hotel Astor, in New York City. 
Major J. Andrew White, veteran radio 
announcer, is to be the master of cere- 
monies. More than sixty broadcasters will 
carry the program from the banquet to 
listeners throughout the country. 





Arthur Pierce Now Represents 
Sundstrand Machine Tool Co. 


Arthur Pierce, who was associated with 
the Boston office of Manning, Maxwell & 
Moore, Inc., has been made New England 
representative of the Barnes Drill Co. and 
the Sundstrand Machine Tool Co., Rock- 
ford, Ill. His headquarters are at 35 
Lowell Street, Melrose, Mass. 





New Office Building for Turner, 
Day & Woolworth Co. 


Turner, Day & Woolworth Handle Co. 
of Louisville, Ky., has recently erected a 
new office building to house its general 
offices. The building is 50 by 150 ft. 
Besides having plenty of light in these 
new quarters the floor space is ample. 
One feature of the new structure is a 
very finely finished directors’ room and a 
conference room. 


W. A. McAllister Celebrates 
Fifty Years of Service 


W. A. McAllister, secretary of the sad- 
dlery department of the Wyeth Hardware 
and Manufacturing Co., St. Joseph, Mo., 
recently celebrated the completion of fifty 
years in the service of that concern with a 
dinner to those employees of the company 
who have been with it for more than 
twenty years. 

Mr. McAllister began as a clerk for the 
late William M. Wyeth, founder of the 
business. After a few years he was made 
a buyer, then head buyer and now he has 
been secretary of this department since 
1906. 

He was host to many employees, but 
only one of his guests had an advantage 
over him in years of service. 





Westchester Ass’n Shore Dinner 
Lawrence’s Inn, Aug. 17 


The Westchester County Hardware 
Dealers’ Association will hold its fifteenth 
annual shore dinner at Lawrence’s Inn, 
Mamaroneck, N. Y., Wednesday, Aug. 17, 
at 5.30 p. m. Members, salesmen, mem- 
bers of other associations and all hard- 
ware men are cordially invited to attend 
the party. Secretary Wm. L. Vetter, 253 
Huguenot Street, New Rochelle, N. Y., ex- 
tends this invitation and will supply tickets 
as necessary. Fred Howard, White Plains, 
N. Y., is president; Harry P. Hoblin, 
Larchmont, and Bronxville, N. Y., is vice- 
president and Samuel T. Riley, Cornell 
Bros., Tuckahoe, N. Y., is treasurer. 

Lawrence’s Inn is noted for wonderful 
shore dinners and the Westchester annual 
party has always been a good one. 





Caesar A. Grasselli Dies 


Caesar A. Grasselli, chairman of the 
board, Grasselli Chemical Co., Cleveland, 
of which he was president over 30 years, 
and a leader in the chemical industry, died 
July 28, aged 76 years. Under his presi- 
dency the Grasselli company became a 
large producer of zinc and the largest 
manufacturer of acids in the United 
States. He was a member of the Ameri- 
can Chemical Society, the American In- 
stitute of Mining and Metallurgical Engi- 
neers, the Chemists’ Club of New York. 





One Third of Chain Store 
Sales Are Profitless 


According to a recent survey by the 
Chain Store Economic and Financial Re- 
search Bureau, out of a total of $3,400,- 
000,000 worth of business done during 1926 
by the various chain store systems of the 
country, approximately $1,156,000,000 com- 
prised sales of commodities from which 
these retail outlets derived no profit what- 
ever. 

The study was compiled from statistics 
obtained from 75 per cent of the chain 
store organizations. 





Baltimore Survey Reveals 
Changes In Retail Lines 


The census of distribution recently con- 
ducted in Baltimore by the Chamber of 
Commerce indicates, among other interest- 
ing findings, that no less than forty widely 
different kinds of commodities are sold in 
what we still call hardware stores—that 
the hardware store apparently is no longer 
distinguished by the fact that it is a place 
where hardware is sold, says Current 
Trend. 

Among the miscellaneous stocks found 
in hardware stores of Baltimore were fur- 
niture, gasoline, groceries, radio sets, mag- 
azines, toys, fertilizer and leather goods. 
The same census reveals also that jewelry 
is sold in drug stores, women’s hosiery in 
candy stores, hats and caps in shoe stores 
and tobacco in bakeries. Apparently, the 
old type of store which sold a single class 
of commodity is disappearing. The new 
type of retailer sells whatever his custom- 
ers will buy. 
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WASHINGTON, Aug. 9.—American hand 
tools are recognized in the British market 
for their quality and dependability, a trade 
bulletin issued by the Hardware Section, 
Iron and Steel Division, Department of 
Commerce states. The fine finish of Amer- 
ican tools and the manner in which they 
are labeled and packed have been impor- 
tant factors in the sales of American tools 
in the United Kingdom. British manu- 
facturers realizing this fact have begun 
to adopt American patterns and advertise 
their tools as American type but British 
make. 

According to the bulletin, 80 per cent of 
the British imports of saws, 70 per cent 
of rasps and files, and more than one-half 
of the carpenters’ and engineers’ tools are 
of United States origin. Germany ranks 
next to the United States as a supplier 
of foreign tools to the United Kingdom, 
while France, Sweden and Holland figure 
prominently in certain lines. Canada heads 
the list as a supplier of agricultural tools. 

The United Kingdom, the report shows, 
is not only a large buyer of foreign hand 
tools, but also a large exporter. The 
greater part of the British exports are 
destined for countries within the Empire, 
although Latin-American countries are be- 
coming prominent in this trade, especially 
for agricultural tools. In 1925 Brazil 
alone accounted for fully 30 per cent of 
the entire British exports under this head. 





The Federal Trade Commission has en- 
tered upon a new line of inquiry. Its 
announcement that it would conduct an 
inquiry into the alleged close financial re- 
lationship of the United States Steel Cor- 
poration, the General Motors Corporation, 
and the E. I. DuPont DeNemours Co. 
created considerable sensational publicity. 
The Commission has made no claim that 
it charges violation of any law, and it has 
been considered significant that the Depart- 
ment of Justice has taken and is taking 
no part in the investigation. The Com- 
mission pointed out that it is acting solely 
under its general powers to collect facts 
for possible presentation to Congress. In 
other words, the national legislative body 
can do what it sees fit about the matter. 
The thought naturally has arisen that the 
Commission has in mind the enactment 
of possible legislation to prevent concen- 
tration of great wealth, assuming that the 
Steel Corporation-General Motors-DuPont 
interests are drifting into single control, 
a matter that certainly has not been con- 
ceded by officials of those organizations. 





Washington News Letter 
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Price Fixing—Improved Labor Situation 


By L. W. Moffett 


It seems to be generally admitted that 
there is no law to prohibit such a com- 
bination even if it is in the process of 
organization. It would be in the nature of 
vertical consolidation rather than the ab- 
sorption by large interests of competitive 
units, whether in steel, automotive prod- 
ucts, or products such as are made by the 
DuPont interests. The combination would 
mean production and consumption of raw 
material, beginning with iron ore, coal, etc., 
to the finished lines, such as automobiles, 
paints, varnishes, chemicals, etc., by a 
single unit. It would thus afford a source 
of production and consumption within one 
organization. While there are not many 
such organizations in the United States, 
they exist in instances to a large degree, 
and it is a question if they would not also 
have to be scrutinized if legislative action 
were taken in connection with the present 
inquiry. As a matter of economic opera- 
tions, there are many who see in it an 
ideal alinement, yet one which could not 
possibly take advantage of the consumer 
by reason of competition. On the con- 
trary, many students hold, it could be made 
highly beneficial to the consumer through 
relatively low costs of production. What- 
ever the outcome of the investigation, it 
will be awaited with a great deal of in- 
terest by the country at large and the 
business world in particular. 





Imports of hardware and allied products 
into Canada for the fiscal year ended 
March 31, 1926, were valued at $11,574,- 
474, a considerable increase as compared 
with imports of these goods during the 
previous year, when total receipts were 
valued at $9,680,184, according to the Iron 
and Steel Division. The United States 
is the principal supplier of these goods, 
its share in 1926 being valued at $8,842,467, 
or more than 70 per cent of the entire 
trade. Compared with 1925, when ship- 
ments were valued at $7,218,994, an in- 
crease of $1,623,473 was realized. The 
United Kingdom was the only other im- 
portant country contributing to this trade, 
its total shipments of these products 
amounting to $2,152,245, a slight increase 
over the previous year, when receipts from 
that country were valued at $2,061,204. 





The Tariff Commission has completed 
data showing the operation of the flexible 
provisions of the present tariff law. The 
material will be turned over to the special 
Senate Tariff Investigating Committee, 
which is making an inquiry into the tariff 
as a whole and is giving considerable at- 





tention to the flexible provisions by which 
the President may increase or decrease 
duties by 50 per cent through proclama- 
tion. It is the first time in tariff history 
of the United States that such power has 
been placed in the hands of the President. 
As for the Senate Committee inquiry, it 
is frankly looked upon as being political 
in character, and therefore it is doubtful 
if the final conclusions of the committee 
will carry much weight. The conclusions, 
it may be safely predicted, will be made 
according to the political faiths of those 
preparing them, and they will be of dif- 
ferent kinds. 





Domestic steel producers joined in a 
hearing before the Division of Customs, 
Treasury Department, in the most impor- 
tant anti-dumping proceeding of the kind 
ever held, and asked that the Department 
issue at once an order penalizing German 
rolled steel imports on the ground that 
they are being dumped into the United 
States market. Necessarily the result will 
have an effect on hardware lines, and one 
steel maker said that a large producer of 
hardware has contracted for German steel 
to manufacture his products for American 
consumption. Importers of «German steel 
vigorously denied the charge of dumping. 
The American makers said that German 
steel is being sold into the United States 
in some lines at as much as $15 to $20 
a ton under American prices, though the 
common differentials were said to be $2 
to $6 aston. The representatives of Ger- 
man steel, in addition to denying charges 
of dumping—selling in the American mar- 
ket at level below the German home market 
prices—claimed that both Belgium and 
Luxemburg are underselling Germany in 
the American market. Statistics, however, 
show that for the most part the larger 
tonnages are coming from Germany. 





Gross agricultural income is estimated 
by the Bureau of Agricultural Economics, 
Department of Agriculture, at $12,080,- 
000,000 for the crop year, July, 1926, to 
June, 1927, compared with $12,670,000,000 
the preceding year, a decrease of about 
5 per cent, due chiefly to the decline in 
cotton prices. Smaller income is also esti- 
mated for feed grains, apples and pota- 
toes, which was only partially offset by 
somewhat higher returns from livestock 
and livestock products. Net income, after 
deducting expenses, is estimated at $2,440,- 
000,000 last year against $3,082,000,000 
the preceding year, a decrease of about 
20 per cent. 
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The Automatic Dodos Should | 
Prove to Be Very Popular 
An absolutely mechanical and automatic 
target is now being manufactured by the 
Crosman Arms Co. of Rochester, N. Y. 








It is known as The Automatic Dodos. 
When you shoot down each Dodc they 
are said to stay down until the center 
target is hit. When this bull’s eye is hit, 
the Dodos spring back into place and the 
target is ready for another round. 

It can be carried around and hung on 
any convenient post, wall or fence. The 
weight is 214 Ib. and it measures 8 by 3 
inches. The Automatic Dodos is manu- 
factured from ‘%-inch steel plate and 
heavily enameled. 


This Micrometer Measures Odd- | 
Shaped Pieces With Ease 
Several new and desirable features are | 
to be found in the No. 11 micrometer, now 
being manufactured by Browne & Sharpe 





Mfg. Co. of Providence, R. I. 





The opening of the frame of the No. 
11 is enlarged by the new shape of the 
frame, at its anvil and spindle ends. This, 
the manufacturer claims, makes it possible 
to secure measurements not always ob- 
tainable. Thé small size of the frame at 
its anvil end adapts the micrometer for 
measurements in narrow slots. The in- 
creased inside width is said to accommo- 
date odd-shaped pieces having projections 
and recesses. 

It is claimed that when an adjustment is 
made to the micrometer, it is locked and 
nothing can slip or loosen. The No. 11 
measures from 0 to one inch by thous- 
andths. 


Dexter Tubular Latches Are 
Improved by Recent Changes 





Several changes have been made on the 
Dexter interior tubular latches, which are 
manufactured by the National Brass Co. 
of Grand Rapids, Mich. The changes are 





a locking rosette, a one-piece solid filler 
and new style base and knob. 

The locking rosette is said to save the 
cost of an individual lock, plus the cost 
of installing it. 





The new latch is of solid brass and of- 
fered to the trade with diamond cut 
glass knobs, plain glass knobs or in any 
combination and any finish desired. 

The manufacturer states that the Dexter 
latch requires no mortising and that it is 
a very efficient and economical latch for 
bathroom, bedroom or interior doors that 
require locking from only one side. 





Greenfield Tap & Die Corp. 
Offers Two Display Stands 


Two attractive display stands have re- 
cently been offered to the trade by the 
Greenfield Tap & Die Corp. of Green- 


field, Mass. 


sof Se 


HIGHEST # QUALITY 
TAP WELNCHES 


Guar 


HANDY REAMERS 


PIPE, SHEET METAL AND 
GENERAL fF EPAIR WORK 





Eight reamers are displayed on one of 
the stands. It is strongly made with a 
wide flat base, so that it can not tip over. 
Six burring reamers, (both spiral and 
straight fluted) and two repairman’s taper 
reamers are included in this assortment. 
The other stand is lithographed in attrac- 
tive colors and has an easel back. The 
assortment of tap wrenches on this display 
includes two sizes of both the plain and 
ratchet type of T-Handle tap wrenches and 
three solid steel, drop forged, standard tap 
wrenches. 











The New Haven Pedometer 
Measures the Miles Walked 


Now that the season is here for hiking, 
golfing and mountain climbing, one of the 
newer products of the New Haven Clock 





Co., New Haven, Conn., ought to find 
favor among outdoor enthusiasts. 

The American 100 mile Pedometer has 
a hook at the top so it can be suspended 
from a belt or pocket-top. The pendulum 
within the case swings to the rhythm of 
the stride and ticks off the steps as a 
watch ticks off the seconds. It can be 
regulated for any step from 15 to 41 
inches. The hands can be set backward 
or forward by simply removing the back 
of the case and turning a set screw. The 
case has a polished nickel finish. 





Schacht’s Door Guard Made by 
The Pioneer Caster Co. 
Schacht’s Self-Locking Door Guard, 


manufactured by the Pioneer Caster & 
Mfg. Co. of Elkhart, Ind., is said to as- 





sure protection against forcible entrance. 
It comes in two pieces, one to be attached 
to the door jamb, the other to the door. 
It can be applied to either left- or right- 
hand doors. 
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Radio Trouble Lamp Helps to 
Find What’s Wrong Inside 
Ajax Electric Specialty Co., Radio 


Building, 1926 Chestnut Street, St. Louis, 
Mo., is now manufacturing a radio trouble 





lamp with battery clips. It is designed to 
attach to any 6-volt battery circuit and can 
also be attached directly to the battery or 
binding posts of “A” circuit in the set. 

The Ajax Radio Trouble Lamp is fur- 
nished complete with Mazda bulb, what 
is said to be a genuine silver-plated re- 
flector, glass lens and 10 ft. of flexible 
cord. 


Remington Arms Offers New Air 
Rifle Shot to Boys 
The Remington Arms Co. Inc., 25 Broad- 


way, New York City, has recently brought 
out a new package of air rifle shot. The 





product is known as Red Top Air Rifle 
Shot. There are 2% ounces of polished 
lead shot, in an attractive two-colored tube 
container. It is priced very low, so that 
all boys will be able to buy it. 





Plews Pump Oilers Have 
New and Practical Features 


Among the newer products is the new 
line of Plews Pump Oilers, manufactured 
by the Plews Oiler Co., 405 Boston Block, 
Minneapolis, Minn. 

The manufacturer says that these oilers 


do not depend upon air pressure, syringe 
or atomizer action to release the oil force. 
The entire result is obtained from the oil 





pressure in the tube and spout. The pres- 


sure at the spout is said to be 100 Ib. 
per sq. in. 
There are no leather washers in this 


oiler. All parts are of metal, even the 
valves, which are said to work in a bath 
of oil. The manufacturer also states that 
there are no washers, plungers or parts 
that will wear out, causing repairs and re- 
placements. It is fully guaranteed as to 
workmanship and material, also to pump 
any flowable oil in winter or summer. 

Model No. 20, with a capacity of % 
pint, is illustrated. The spout has a height 
of 5 in., the diameter of the base is 3 in. 
Twelve pump oilers are packed to a car- 
ton weighing 8 lb. 


Holder for Glass Cloth Now 
Available for Store Use 
Turner Bros., Bladen, Neb., makers of 
Glass Cloth, have designed and are dis- 
tributing a roll holder for their product. 





The holder has two advantages, as it gives 
the dealer a convenient way to carry the 
product and acts as an attractive counter 
display. The holder is so designed that it 
can be used on the counter or attached to 
the wall. It can hold 50 and 100 yard 
rolls. The company also furnishes Glass 
Cloth in 5, 10 and 15 yard packages, ready 
wrapped. 


Practical and Handy Noleex 
Capsules Stop Radiator Leaks 


A new, patented radiator cement in cap- 
sule form has recently been put on the 
market by the Noleex Corporation, 68 
Hunters Point Avenue, Long Island City, 
N. Y. This product, known as Noleex, 
is in powdered form, put up in transparent 
capsules, each said to be equal to a large 
can of liquid cement. It is said to be spe- 
cially compounded so that it works per- 
fectly in alcohol, anti-freeze solutions and 





plain water. The manufacturer states that 
Noleex will stop all ordinary radiator 
leaks; it contains nothing poisonous or 
deleterious; it will not clog or injure the 
cooling system and will not become stale. 
The complete capsule is dropped, unopened, 
into the radiator. 

The capsules are packed 20 to a package, 
each package when open becomes an at- 
tractive counter display. Standard ship- 
ments contain 20 such packages, each 
packed in an outer shipping carton of cor- 
rugated board, ready for reshipping. 











Gendron Wheel’s Vehicle Is 
Named After Lindy’s Plane 
Keeping step with the times, the Gen- 


dron Wheel Co., Toledo, Ohio, has pro- 
duced a juvenile pedal vehicle which is 





named “Spirit of St. Louis,” after Col. 
Lindbergh’s famous plane. 

It has two small wings, one on each side, 
a propeller and a tail. The three wheels 
have rubber tires. This vehicle is said to 
be strongly constructed and very attractive 
in appearance. 


New Anti-Freeze Solution Is 
Made by National Carbon Co. 


An anti-freeze solution has recently been 
placed before the hardware trade. While 
it has been marketed for several years 
through restricted trade channels, it has 
just been released to the general public. 











Ethylene Glycol, the anti-freeze manufac- 
tured by the Carbide & Carbon Chemicals 
Corp., will be marketed from now on by 
the National Carbon Co., New York City, 
as Eveready Prestone. 

The manufacturer claims that it affords 
complete protection against freezing, due 
to its ability to lower the freezing point 
of water, in proportion to the amount 
added. It is also said that Prestone does 
not corrode metals, affect soldered joints 
or rubber hose connections; does not heat 
up the water, is non-inflammable and is 
odorless. 

The Carbide & Carbon Chemicals Corp. 
will continue to manufacture Eveready 
Prestone, with the entire sales output be- 
ing handled by the National Carbon Co. 
Both concerns are units of the Union Car- 
bide & Carbon Corp. 

Eveready Prestone is sold in one gallon 
and half gallon cans, lithographed in three 
colors. Gallon cans are packed six in a 
case; half gallon cans are packed a dozen 
to a case. 
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Jobbers Working on Fall Orders— 
Staple Hardware Fairly Active— 
Collections Fair—Prices Firm 


to the early sale of fall merchandise, such as stove goods, axes, 


\ 7 HOLESALE distributors of hardware are turning their energies 


lanterns and other lines which will be in demand next month 


and through the autumn season. 
been comparatively light. 


To date the sale of fall goods has 


Current business in staples and late summer goods is fairly active 
throughout the country. Jobbers in most centers report large num- 
bers of small orders which keep them very busy due to reduced per- 
sonnel, during the present vacation period. 


Collections average fair. 


Prices generally are firm. Some business 


is being written for next spring, notably in lawn mowers and some 


garden tools. 





An Improved Undertone Seen 
by Oliver B. Surpless 


“Since July 1 an improved undertone 
has occurred in business sentiment and 
confidence is expressed that the reces- 
sion which occurred recently has now 
pretty well run its course and that the 
next movement will be forward,” says 
a recent letter on business conditions 
written by Oliver B. Surpless, presi- 
dent, Surpless, Dunn & Co., New York 
City. The letter continues: 

“There is no doubt but that this 
opinion is well founded based on sound 
underlying conditions of industry, es- 
pecially so in view of the fact that 
there has been no price inflation that 
calls for correction. 

“Labor conditions as regard employ- 
ment are about as they have been for 
the last six months which indicates 
that the tendency for falling off has 
reached the low point and we are now 
moving along on an even keel with but 
little if any reduction in the consum- 
ing power of the industrial population. 

“It is now a matter from the selling 
point of a continuance of determination 
to get a good big share of the business 
which can be brought about by intelli- 
gent and concentrated effort, backed up 
by serious attention in the most defi- 
nite manner at the manufacturing end 
to watch production costs, having in 
mind the continuance of competition, 
which is fighting in many cases for its 
very existence in all lines. 

“It is writer’s opinion that all manu- 
facturers have awakened during the 
last year to a keen realization that the 
comfortable days of war times are 
over and that good old-fashioned 


watchfulness must be employed as re- 
gards all elements entering into the 
course of operation. 





“From the selling standpoint one 
hopeful sign is the definite fact estab- 
lished regarding the extremely low 
point at which stocks of all materials 
are now being held to meet the de- 
mands and with which to supply a slow- 
ly increasing consumption due to added 
population and desire for better living 
conditions. 

“There are lots of things to be 
cheerful about and to encourage the 
steady going business man who en- 
deavors to travel God’s way, to keep 
his feet on the ground with equanimity 
of mind and to conclude that business 
at the present time is good, and that 
any complaints regarding poor busi- 
ness are not warranted; that business 
volume is being maintained against 
keen competition; that the’lower level 
of prices or price reductions, if any, 
will be due to eliminated waste, intro- 
duction of new machinery and used 
by producers. 

“Conditions for the balance of 1927 
do not warrant a pessimistic attitude, 
and it is the general opinion that 
nothing will now intervene during that 
period to interfere with business being 
reasonably as good or equal to 1926.” 


Bumper Crop Is Expected 
in Northwest Territory 


Given two weeks more favorable 
weather, and the real bumper crop is 
assured the Northwest tributary to the 
Twin Cities. Much of the small grain 
is already cut or ready for cutting, 
and there are but few signs of rust, or 
other unfavorable conditions. Winter 
wheat and rye are in the shock, and 
oats and wheat and barley are follow- 
ing fast. 





Tl) 


Last Week’s Prices Average 
139.5 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity announced July 31 that the pre- 
vious week’s prices, based on Dun’s 
quotations, averaged 139.5 per cent of 
the pre-war level. The purchasing 
power of the dollar was 71.7 pre-war 
cents, says the Journal of Commerce. 

Crump’s index for the week was 
134.3. 


Well Sustained Building Vol- 
ume for 1927, Says N.Y. Bank 


“Building trends now in evidence in- 
dicate a well-sustained volume of con- 
struction for the balance of the year,” 
says the National Bank of Commerce 
in New York, writing in the August is- 
sue of Commerce Monthly. 

“Building in 1927 has served as a 
balance wheel to general business, per- 
mitting the process of readjustment in 
progress since last November to be 
accomplished in orderly fashion. At 
the beginning of the year a moderate 
recession was generally expected and 
this feeling was supported in the first 
two months by a decline in contracts 
awarded. Since then building has 
shown additional evidence of stabiliza- 
tion at the high rate of the last two 
years. Each succeeding month has 
exceeded by a small margin the cor- 
responding month in 1926; in June a 
new high record of contracts awarded 
was made, raising the total for the 
first six months 2 per cent above the 
first half of last year. Building trends 
now in evidence, interpreted in the 
light of factors controlling building de- 
mand, indicate a well-sustained volume 
of construction for the balance of the 
year. 

“The outstanding feature of the 
record of contracts awarded is the con- 
sistency with which the extraordinarily 
high rate of activity established in the 
spring of 1925 has been maintained. 
At that time the average monthly 
value of contracts awarded jumped 
from 370 to over 500 million dollars. 
Since then this pace has been held with 
almost complete disregard for normal 
seasonal variations in summer and fall, 
while the usual winter drop has been 
reduced. As evidence of the remark- 
able degree of stability attained it may 
be pointed out that, with the exception 
of two, every month in the last fifteen 
has come within 6 per cent above or 
below the figure set for contracts let 
in the corresponding month of the pre- 
ceeding year.” 
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New England Jobbers Say Business Is 
Good Despite Weather and Vacations 


(Boston office of HARDWARE AGE) 


BOSTON, MAss., Aug. 9.—New England jobbers—shelf hardware, 
heavy hardware and mill supply—all say business is good for this 
time of year despite weather conditions and vacations. Retail deal- 
ers and large users, however, continue to buy conservatively but 
often. The large number of small orders passing through jobbing 
establishments each day therefore makes a lot of work for the re- 
duced clerical forces. The weather most of the past week was de- 
cidedly against garden work of all kinds, the upkeep of lawns and 
painting. Much garden truck has rotted instead of grown, thus a 
lot of spraying that ordinarily would have been done was neglected. 
Much of the current and recent past buying from shelf hardware 
jobbers has therefore been of the more standard lines of merchan- 
dise. Further bookings of goods that will be required this fall and 


winter are noted, however, 


AUTOMOBILES.—While there is no 
great rush among retail dealers to buy, 
it is surprising the number of toy auto- 
mobiles being contracted for, not only 
for immediate but future requirements. 


We quote from Boston jobbers’ 
stocks: 

Automobiles.—Juvenal Ace, $6 each 
net; Velie, $7.25; Hudson, $8.75; Max- 
well, $10; Peerless, $13; Oldsmobile, 
$16.50;- Buick, $20; Roamer, $22.50; 
Paige sport, $35. 63; Rolls Royce, $45; 
oo 8.44. 

ump Trucks.—Kiddie, $8.69 each; 
Bull Dog, $15.25; Heavy ‘Duty, $22.50. 

Gear Novelties.—Fast Mail. $10.50 
each net; Speed boat, $14.38; Air 
Mail, $7.19; Fire Department, $7.81; 
Fire Chief, $11.88; Fire Tower, $30; 
Stop and Go Signal, $8.88. 


BATTERIES.—Beyond question, it has 
been the biggest summer on record so 
far as the sale of batteries is con- 
cerned, according to jobbers. 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 50, 32%c. each net, freight 
allowed. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots. No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units 
of 10, No. 764, $1.14 each net; No. 
760, $1.30; 4 771, 39c. Storage bat- 
teries, 6 to 9, $9. 75 each net; 6 to 11, 
$11.10: 6 a "13, $13.05. Radio, No. 
486, $5 list. 


BICYCLES.—Like the bicycle, boy- 
cycles are selling much better this sum- 
mer than the retail and jobbing trade 
anticipated. In quite a few instances, 
retail dealers have placed good orders 
for goods to be delivered later in 1927. 
We quote from Boston jobbers’ 
stocks: 
Boycycles.—Columbia line, No. 41, 
=f a? net; No. 42, $9.75; No. 43, 
BUTTS AND HINGES.—An advance 
of le. per pair in case lots of 3 x 3 in. 
and 8% x 3% in. steel butts is an- 
nounced by the jobbing trade. The job- 
bing price on these butts in less than 
case lots remains as heretofore. 


We quote from Boston jobbers’ 
stocks: 

Butts and Hinges. — Standard 
makes, in case lots, of one size, one 
finish and delivery at one time, 3% 
x 3% in., 19c. per pair net; 3 x 








in., 19c. In less than case lots, 3% 
x 3% in., 32c. per pair list; 3 x 3 in., 
31%c. Discount, 33% per cent. 


CLOCKS.—“Clocks are selling very 
satisfactorily, both for immediate and 
for future requirements,” is the way 
one of the local jobbing houses puts it. 
Other jobbers are equally optimistic. 
There does not seem to be a bigger 
demand for any one particular line or 
kind of clock, all kinds enjoying an 
equally good call. 


We quote from Boston jobbers’ 
stocks: 

Clocks. — Westclox line, Ben Hur, 
plain dial, $2.50 each list. In lots of 
less than 12, $1.75 net; in lots of 12, 
$1.70; in lots of 24, $1.65. Luminous 
dial, $3.50 each net. In lots of less 
than 12, $2.46 each net: in lots of 12, 
$2.38; in lots of 24, 32. 


CUTTING TOOLS.—Quite a lively de- 
mand for cutting tools has sprung up 
within the past fortnight, which is 
taken by jobbers as an indication of 
increasing activity in metal working 
shops of New England. 


We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon sizes up to 1% in., 
tapered, and straight shank, 50 and 
10 per cent discount; bit stock drills, 
60 per cent discount; center drills, 65 
per cent discount; drills and counter- 
sinks combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount: high speed drills, straight 
shanks, 3-64 to 5-32-in., 65 and 5 per 
cent discount; 11-64 to 7-32 in., 50 
and 10 per cent discount; 15-64 to % 
in., 40 and 10 per cent; taper, sizes 
up to 1% in., inclusive, 40 and 10 per 
cent discount: 1 33-64 in. and larger, 
40 per cent: letter and number sizes 
40 and 10 per cent; electricians’ drilfs, 
10 per cent discount. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and - 
standard makes, 65 per cent dis- 
count: checking. 25 per cent discount; 
tapered pins, 40 per cent discount; 
escutcheon pins, 45 per cent dis- 
count; small fluted rose and socket 

reamers, 20 per cent discount. 


HANGERS.—Hangers are among those 
items selling in a normal way this 
summer. Building in New England is 
rather spotty, yet on the whole it is 
holding up comparatively well, and the 
use of hangers apparently is growing 
each year. 


We quote from Boston jobbers’ 
stocks: 





Hangers.—Timber or joist, No. 300, 
for 2 x 6-in., timber, 18c. each net; 
No. 301, for 2 x 8-in. timber, 20c. 
each net; No. 302, for 2 x 10-in. tim- 
ber, 28c. each net; No. 403, for 2 x 
12-in. timber, 56c. each net; No. 213, 
for 3 x 8-in. timber, 23c. each net; 
No. 214, for 3 x 10-in. timber, 31lc. 
each net; No. 315, for 3 x 12-in. tim- 
ber, 60c. each net; No. 319, for 4 x 
8-in. timber, 36c. each net; No. 320, 
for 4 x 10 in. timber, 45c. each net; 
No. 321, for 4 x 12 in. timber, 64c. 
each net. 


ICE PICKS.—The recent hot, sticky 
weather speeded up the sale of ice 
picks, yet retail dealers are buying in 
a conservative way. Most of them stick 
to one or two lines. 


We quote from Boston jobbers’ 
stocks: 

Ice Picks.—Standard, No. E, $6.20 
per doz. net; Gilchrist Yankee, No. 
92, $11 per gross in gross lots; Tucks 
slim, $1.58 per doz.; Torrington, 75c. 
per doz. 


JUGS.—Presumably because of the 
vacation season, there is a better call 
for jugs, but business is by no means 
active. 


We quote from Boston jobbers’ 
stocks: 

Jugs.—Thermo, No. 1500, $4.50 each 
list; No. 1375, $3.50; No. 600 (for food 
only), $6.50. Discount, 25 and 10 per 
cent. Stanley unbreakable, food and 
liquid, No. 303, $7.50 each list; dis- 
count, 334% per cent. Aladdin Thermal 
ware, No. 405, $3.75 each list; dis- 
count, in lots of less than six, 30 
per cent, in lots of six or more, 30 
and 5 per cent. 


NAILS.—Some retail dealers have been 
buying wire nails a little more freely 
of late, possibly because of unauthor- 
ized reports that prices are more likely 
to advance than to decline. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $3.40 per 
keg base; from mill, in car lots, $2.60 
ver keg, base; in less than car lots, 
$2.85." Cement coated, in count kegs, 
from mill in car lots, $2.60 per keg 
base, f.o.b. Pittsburgh; in less than 
car lots, $2.85; from store, in boxes, 
$5.30 per keg. Cut nails, from store, 
$4.25 per keg base. Hardened steel 
floor, direct shipments, $8.10 per keg 
base; Western cut nails, direct ship- 
ments, in car lots, $3.50 per keg base, 
f.o.b. Pittsburgh; in less than car 
lots, $3.65. Tremont cut nails, direct 
shipments, $3.95 per keg, f.o.b. Ware- 
ham, Mass.; hardened steel nails, 
direct shipments, $7.60 f.o.b. Ware- 
ham. 


NETS.—Retail dealers along the New 
England coast are having a somewhat 
broader market for crab nets, and some 
of them in turn have been obliged to 
replenish supplies. 


We quote from Boston jobbers’ 
stocks: 

Nets.—Crab, rigged, galvanized 
bow, 5% ft. hard wooden handle, $4 
per doz. net. 


OARS.—There likewise is a freer move- 
ment of oars into users’ hands. Most 
retail dealers apparently are well sup- 
plied, but here and there a firm finds 
it necessary to replenish stocks. 


We quote from Boston jobbers’ 
stocks: 

Oars.—Northern fir, copper tipped, 
18c. per ft. net. 
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RADIO.—The regular fall buying move- 
ment of radio sets, parts and acces- 
sories has started much earlier than 
usual and on a vastly greater scale 
than it usually does. Jobbers attribute 
this precedent to the recent Dempsey- 
Sharkey and the impending Dempsey- 
Tunney fights. It seems as though 
everybody tuned up his set for the first 
fight, and many not having had good 
reception are investing in a new set 
or in one or more accessories so to 
have things perfect for the coming 
scrap. The retail trade was caught 
rather unprepared. 


RAZOR BLADES.—Much interest is 
manifested in local jobbing hardware 
circles in the announcement that here- 
after Gillette razor blades will be dis- 
tributed through the jobbing trade 
rather than through the company it- 
self. Some years ago these blades were 
distributed through the jobbers, but 
that practice was abandoned later. 


We quote from Boston jobbers’ 
stocks: 

Razor Blades.—Gillette, packages 
of 10 blades, 75c. each list; packages 





of 5 blades, 37%c. each. Discount, 


10 per cent in full box lots. 
ROPE AND TWINE.—The movement 
of rope is normal, and there is the 
usual call for all kinds of twine. The 
New Bedford Cordage Co. announces 
that Chase, Parker & Co., Boston, have 
been made their local distributors. 


We quote from Boston jobbers’ 
stocks: 
Rope.—Manila, 24%c. per lb. base; 


sisal rope, 1844c.; hay rope, 19c.; cot- 
ton rope, 50c. 

Lath Yarn.—Sisal, C130, 18c.; D200, 
19c. per Ib. 


Twine.—Hemp in iz lb. balls, No. 
12, 47c. a lb.; No. 18, 42c.; No. 24, 
; No. 36, 38c.; No. 48, 37¢.; Yazoo, 
24 10-oz. balls, 80c. a box; Bison, 12 
2-o0z. balls, 80c. a box. Cotton cones, 
44c. Jute, 2-ply, 30c.. Marlin, 2-ply 
in 1- ~- balls, No. 4%, “ No. 6, 
24c.; in 2-lb. balls, No. 8, 

Yacht Marlin .—Tarred, Ge “per Ib. 


SHEET ZINC.—Local jobbing prices 
on sheet zinc have been advanced 4c. 
per pound. New prices follow. 


We quote from Boston jobbers’ 
stocks: 

Sheet Zinc.—In 600 and 300 Ib. 
casks, 11%c. per Ib.; in 200 lb. casks, 


12¢c.; in 100 lb. casks, 12%.; in less 
than 100 Ib. lots, 12%c. 
STANLEY GOODS.—The Stanley 





Works, New Britain, Conn., have issued 
a new price list, which shows, accord- 
ing to jobbers, a general advance of 
7% per cent to 10 per cent. Prices on 
some goods, however, remain as here- 
tofore. 
TOYS.—Jobbers continue to round up 
orders for toys. Most of those received 
the past week were unsolicited by the 
jobbing trade. Present indications are 
the 1927 toy season, so far as the hard- 
ware trade is concerned, will be one of, 
if not the largest on record. 
WATCHES.—tThere is steady ordering 
from jobbers going on all the time, yet 
the market does not give much indica- 
tion of activity because of the small- 
ness of the average order placed by 
retail dealers. 

We quote from Boston jobbers’ 


stocks: 

Watches. — Ingersoll line, plain 
dials, $1.02 each net; Eclipse, $1.67; 
Junior, $2.17; Midget, $2.17; Wrist, 
$2.33. With radiolite dials, Yankee, 
$1.50; Two in One, $1.67; Eclipse, 


$2.17; Midget, $2.50; Wrist, $2.67. New 
Haven line, Tip- Top, plain, $1 each 


net; radium, $1.48; Tip-Top wrist, 
plain, $2.29; radium, $2.62. New 
Haven, 95c. Sports timer, $1.65. 





Current Hardware Demand Is Fair— 
Fall Futures Increasing in Cleveland 


CLEVELAND, Aug. 9.—Business in the hardware trade is fair. 
Orders for fall merchandise show a gain. 
business is usually placed early in the year and this postponed buy- 
ing is helping to increase the aggregate sales. Winter lines, such 
as snow shovels, sleds and skates, while not active, are moving a 
little better than they have been. Builders’ hardware is selling 
better than a few weeks ago and the approach of fall painting sea- 
son is having a stimulating effect on paint sales. 
ing for a good fall business in radio equipment, believing that with 
the improvement in receiving sets there will be a heavy demand this 


fall for replacement equipment. 


There are very few changes in prices. 
in bolts and nuts, as some of the jobbers who bought large stocks 
before the present price lists went into effect are taking business 
at the manufacturers’ discount of 70 per cent off list. 
further advanced 1 cent per pair. 

The general business situation is being affected to some extent by 
the slowing down in the automotive industry and motor car manu- 
facturers have not yet gotten full production schedules on their new 
The trade claims that considerable business in low-priced 
cars is backing up awaiting the bringing out of the new models by 
Late reports indicate that the Ford company 
will be under production on its new cars before Sept. 1. 


models. 


the Ford Motor Co. 


(Cleveland office of HARDWARE AGE) 


Much of this seasonal 


Jobbers are look- 


Irregularity has developed 


Butts have 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for tires and 
tubes is holding up well, being about 
normal for this time of the year. There 
is fair movement in accessories. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
$8.75; 32 x 4 in. Liberty cose 

heavy duty orerees, am: 

x 
$9.65; 30 x 525: Mi. 95; 32 x 6, 
$22.50; 32 x 6.20, heavy 


size, 
$11.15; 


balloon tires, 27 x $9.15; 
4.40, 
heavy duty, 





duty, $26.75; tan tubes, 30 x 3%, 
$1.60; 32 x 4, $2.50; pad = 4%, $3.10; 
balloon tire tubes, 27 x 4.40, 


$1.80; 29 x 4.40, $1.85; #30 x 5.25, $2.50; 
32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100, and 4ic. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 





AXES.—Orders are more plentiful than 


they have been for some time. Dealers 
are replenishing their stocks for fall. 
Jobbers quote f.o.b. Cleveland. 
First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.: double bitted, unhandled, 
$20 per doz.: 60c. increase for dozen 
lots weighing 42 to 48 Ib., and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—The demand is only 
moderate. Present prices are being 
quoted for fall delivery. 


Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


Unit Broken 
Packages Lots 
Or. viarkatesaece ea $1.14 $1.22 
EG, BOE asawssssnee canes 1.30 1.40 
| Serre + Se 2.44 2.62 
Se ere 3.17 3.40 
ee RE aE ee 3.33 3.58 
Dry cell A_ batteries, No. 7111, 
35%c. in standard packages; 40c. in 


broken lots, Columbia igniter dry cell 
batteries, 32%4c. in standard pack- 
ages; 36c., broken lots. 


BINDER TWINE.—The demand is un- 
usually good for this late in the season, 
owing to the fact that jobbers are get- 
ting a good many fill-in orders. 


Cleveland jobbers quote binder 
twine at $6.48% per 50-lb. bale, Cleve- 
land, and $6.37%, Chicago and North 
Plymouth, Mass. Auburn, N.,Y., has 
been eliminated this year as a basing 


point. 

BOLTS AND NUTS.—Some of the 
jobbers have large stocks, purchased be- 
fore the new price lists became effec- 
tive, and are shading their prices to 70 
per cent off list, or the same discount 
that they are now allowed by manufac- 
turers. While this has created a rather 
unsettled price situation, some business 
is still being taken at the regular 60 
and 5 per cent discount. 
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-Jobbers quote f.o.b. Cleveland: 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts at 60 and 5 per cent to 70 per 
cent off list. Bolts with rolled thread, 
60, 10 and 5 per cent off list. Stove 
bolts 80 per cent off list. Semi-fin- 
ished nuts in packages 60 and 10 per 
cent off list. 
BRUSHES.—Some price readjustments 
have been made recently, but average 
prices are about the same as they have 
been. Some business has been placed 


by distributors for spring shipment. 


BUILDERS’ HARDWARE.—The de- 
mand is considerably better than early 
in the summer. Another price advance 
of 1 cent per pair has been made on 
butts. These may be further advanced, 
as manufacturers state that the present 
price is still too low as compared with 
their costs. 


Cleveland jobbers quote 
lots lock sets, $5.75 per doz.; 
strap hinges, 6-in., $1.45 per doz.; 
8-in., $2.38 per doz.; extra heavy T 
hinges, 6 in., $1.73 per doz.; 8-in., 
$2.80 per dozen. 

Butts, less than case lots, 3-in., 
17%c. per pr.; 3%4-in., 18c. per pr.; 
4-in., 24c. per pr. 

Ornamental hinges, standard fin- 
ishes, $1.05 per doz; nickel and sand 
blasted finishes, $1.25 per doz. 


CIDER MILLS AND WINE PRESSES. 
—Cider mills are moving slowly, and be- 
cause there is a poor apple crop this 
year jobbers do not look for a good sea- 
son in cider mills. 


Jobbers quote f.o.b. Cleveland: 

Grape and wine presses, No. 1A, $7 
each; No. 2c., $9.25 each; No. 3, 
$14.85 each; No. 5, $23 each; cider 
mills, No. 8, $14.25 each; junior, $19 
each; medium, $22.75 each; senior, 
$33 each. 

COOKERS.—Some of the jobbers re- 
port that their sales of fireless cookers 
this season have broken all previous 
records. The demand continues good. 


Jobbers quote Conservo cookers, 
f.o.b. Cleveland: No. 9, $6 each; No. 
20, $8 each. 


CORRUGATED ROOFING.—The de- 
mand is fair and prices are unchanged. 


Cleveland jobbers quote No. 28 gage 
1\44-in. corrugated roofing at $4.11 per 
square, f.o.b. Pittsburgh. 


ELECTRIC FANS.—Buying for the 
season is pretty well over. 


Jobbers quote f.o.b. Cleveland: 
12-in. oscillating fans, $30 each; 10-in. 
oscillating, $16.50 and $21 each; de- 
pending on the. model. These prices 
are subject to 30 per cent discount. 


GLASS BAKING WARE.—This is 


in case 
heavy 





quite an active item, as retailers are 
placing fair orders for fall delivery. 
Jobbers quote f.o.b. Cleveland: 


Casseroles.—Round or oval, 1-at., 
$1.17; 2-qt., $1.33; 2%-at., $1.66; 
square, $1.50; casseroles with fancy 


covers, 35c. higher. 

Pie Plates.—8 in., 50c.; 9-in., 60c.; 
10-in., 67c. 

Bread Pans.—No. 212, 60c.; No. 214, 


c. 
Utility Dishes.—No. 231, 67c.; No. 
2, $1.17. 


Tea Pots.—2-cups, $1.67; 4-cups, $2; 
6-cups, $2.33. 

ICE CREAM FREEZERS.—tThe sea- 

sonal demand has fallen off consider- 

ably. 

Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as _ follows: 
White Mountain, 2-qt., $5.65 each; 
4-qt., $8.25 each; 6-qt., $10.45 each; 
8-qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2-qt., $5.50 each; 4-qt., 
$8 each; 6-qt., $10 each; 8-at., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2-qt., $5.50 each; 4-qt., $8 
each; 6-qt., $10 each; 8-qt., $13 each; 
ll to discounts of 55 and 7% per 
cent. 

Acme, 2-at., in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 

ICE SKATES.—These are showing 
more life than earlier in the season. 

Cleveland jobbers quote Alumo 
skates, standard polished, $6.75 per 
pair; special satin, $5.50 per pair; 
Crusader, men’s and women’s, $4 per 
pair; professional hockey, $8 per pair. 

NAILS AND WIRE.—The demand is 
only moderate. Regular prices are be- 
ing adhered to. Recently there was 
some shading on nails by manufactur- 
ers, but this seems to have disappeared. 

Jobbers quote as follows from 
stocks: 

Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 1b.; No. 9 annealed wire, $2.90 per 
100-lb.; cement-coated nails, $2.90 per 
100-lb.; polished fence staples, $3.60 
per 100-lb.; galvanized fence staples, 
$3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.—Oil 
stoves are moving quite well, but gaso- 
line stoves are not active. 


Jobbers quote oil stoves, f.o.b. 
Cleveland: 

Harvard, 2-burner, $11.75 each; 3- 
burner, $14.75 each; 4-burner, $18.85 
each; Harvard range, $48. 


POULTRY NETTING AND WIRE 
CLOTH.—tThese items at present are 
quiet. 
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Cleveland jobbers quote: 12-mesh 
ack wire cloth at $1.65 per 100 sa. 
; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16-mesh, $2.75 
per 100 sq. ft.; bronze, 14-mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting galvanized 
after weaving, 50 and 7% per cent 
off list; galvanized before weaving, 
50, 10 and 7% per cent off list. 


PAINT.—With the fall painting season 
near at hand the demand for painters’ 
supplies shows some gain over recent 
weeks. Turpentine is higher. 


Cleveland jobbers quote as follows: 

Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $3 to $3.15 per 
gal. in 1 gal. cans. 

Turpentine in bbls., 75%c. per gal., 
less than bbl., 90%c. per gal. 

Linseed oil in bbls., 98c. per gal., 
less than bbl., $1.13 per gal. Boiled, 
3c. extra per gal. 


White lead in 100-lb. kegs, 13%c. 
per Ib.; in 50 and 25-lb. kegs, 14c. 
per lb.; in 12%4-lb. kegs, 14\%4c. per 


lb. Quantity discounts 500 lb. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 


ROPE.—While this is not moving as 
well as a few weeks ago, the demand is 
still fairly good. 


Cleveland jobbers quote best grade 
of manila rope at 23%c. per lb. for 
factory shipment and 24c, per lb. for 
stock shipment; sisal rope, 15%4c. per 
Ib. for factory shipment and léc. for 
shipment from stock; fodder twine 
21 oz. and coarser, llc. per Ib. 


SCREWS.—The demand is about nor- 
mal and prices are firm. 


W: quote from jobbers’ stocks, 
f.o.b. Cleveland: Flat head bright 
wood screws 85 and 10 per cent; flat 
head japanned, 67%, 20 and 35 per 
cent; round head blued, 72%, 20 and 
35 per cent; flat head brass, 72%, 20 
and 35 per cent; round head brass, 70, 
20 and 35 per cent. 


STEEL SHEETS.—These are not mov- 
ing as well as a few weeks ago. Mill 
prices are firm, and jobbers are adher- 
ing to regular quotations. 


Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.40 
per 100 lb.; No. 24 black sheets, $3.65 
per 100 lb.; No. 10 blue annealed 
sheets, $3.25 per 100 Ib. 


SWEEPERS.—There is not much call 
for these at present. 


Cleveland jobbers quote _ Bissell 
standard japanned sweeper with plain 
bearings, $36 per doz.; Grand, with 
ball hearings, japanned, $60 per doz.; 
Universal, japanned, with ball bear- 
ings, $42 per doz. 

Toy carpet sweepers: Little Helper, 


$2 per doz.; Little Gem, $3.75 per 
doz.; Little Jewel, $10 per doz.; The 
Junior, $16 per doz. 





Annual Farm Survey Shows Receipts Decreased ; Expenses Unchanged 


A recession in the improvement in 
the financial condition of farmers is 
shown by the annual survey of farm re- 
turns for 1926 released July 24 by the 
Department of Agriculture. Reports 
from 13,475 farmers in all parts of the 
country show an average net return of 
$1,133. 

The farm net return of $1,133 for 
1926 compares with $1,297 for 15,330 
farms in 1925; $1,205 for 15,103 farms 
in 1924; $1,020 for 16,183 farms in 1923, 
and $917 for 6,094 farms in 1922. Re- 
ceipts averaged lower, expenses about 
the same and cash balance lower in 
1926 than in 1925, in which year these 
items average higher than in the pre- 
ceding three years. 





The average size of the farms re- 
porting for 1926 was 315 acres, with an 
average investment of $16,308. Aver- 
age gross receipts were $2,448, consist- 
ing of $926 from crop sales, $894 from 
sales of livestock, $589 from sales of 
livestock products and $39 from miscel- 
laneous sales. 

Average current cash expenses in 
1926 totaled $1,473, consisting of $386 
for hired labor, $242 for livestock 
bought, $232 for feed bought, $73 for 
fertilizer, $48 for seed, $183 for taxes, 
$130 for machinery and tools, and $179 
for miscellaneous items. 

Receipts, less cash expenses, aver- 
aged $975, in addition to which these 
farmers used home-grown food products 





valued at an average of $282. The 
value of fuel and house rent was not 
reported. On the other hand, no allow- 
ance has been made in expense items 
for the labor of the farmer and his 
family, which was estimated by the 
farmers at an average value of $779. 

The cash balance of $975 represented 
all the cash the average farm made 
available to the owner-operator to pay 
his living expenses, take care of debts 
and make improvements. 

The farmers reported an increase of 
$158 in inventory values, which figure, 
added to the cash balance of $975, made 
a farm net return of $1,133. Out of 
this amount $215 was paid as interest 
on indebtedness and $128 improvements. 
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Pittsburgh Market Active on Fall Goods— 


Prices Generally Are Firm—Collections Fair 


(Pittsburgh office of HARDWARE AGB) 


PITTSBURGH, Aug. 8.—Hardware business is in a between sea- 
sons period and not particularly satisfactory, since there is only 
piecing out buying of summer goods and as yet only a moderate 


amount of future orders. 


Surprising, not so much because of its 


size, as because it comes so early is a demand for stoves and heat- 


ers. 


Temperatures lately have been rather low for the time of 


year and no doubt a good many persons who are in camps and sum- 
mer cottages have felt the need of something to relieve the morning 


chill. 
ments against their orders. 


Jobbers have found it necessary to advance the date of ship- 
In a general way, summer goods have 


about reached the end of their season, and while there is a fairly 
good movement of a number of items, jobbers are expecting a steady 
tapering off in purchases from now until fall and winter goods be- 


gin to be wanted. 


Prices generally are firm and changes noted in the past week 


have been mostly toward higher levels. 


The most important change 


is in builders’ hardware in which there have been advances of from 


5 to 10 per cent. 


Workmen’s cotton gloves reflect in price the 


strength of raw cotton with a 10 per cent advance, and the strength 
of the lead market is the occasion for a strong market in the prod- 
ucts of that metal, lead sink traps having advanced approximately 


714 per cent. 


There has been a slight decline in wood ventilators 


and a revision in the prices of one line of vacuum cleaners is favor- 


able to buyers. 
thusiastic. 


Reports about collections are not particularly en- 





BATTERIES.—Demand continues to 
surprise by its size. Radio batteries 
are wanted, and there is a very steady 
call for flashlight batteries, since the 
summer is a period when use of flash- 
lights usually is large. Radio sets to 
run on electric light current, with the 
elimination of batteries, will soon be on 
the market, but the report is that they 
will sell high enough to make the bat- 
tery sets desirable, and not much imme- 
diate falling off in the call for batteries 


is likely. Jobbers quote: 
Broken Unit 
Packages Packages 

SS. ree $1.05 $0.97 
Ee, eer errr 3.85 3.33 
Fe ., ay 1.22 1.14 
rs err 1.22 1.14 
Te , SSR ere 1.40 1.30 
SS aa rer 2.62 2.44 
: eres * 2.44 
A CEO sv dbwehsducsee 3.40 3.17 
OS | ere ee 42 .39 
Oe | ers ee .40 36% 

No. 6 dry cells, ignition type unit 
packages, 32%c. each. 

Flashlights.—No. 935, 9%4c. each; 
No. 950, 9%c.; No. 790, 18%c.; No. 
705, 28c.; No. 750, 18%c.; No. 751, 25c. 

Hot Shot.—No. 1461, $1.67; No. 
1661, $2.37. 


BOLTS, NUTS AND RIVETS.—Job- 
bers do not concede the argument that 
the extra charge for broken cases of 
bolts and nuts is unfair, but their pro- 
tests have been in vain, and they find 
they have to pay it, since there is al- 
most complete observance of it by the 
manufacturers. Demands upon jobbers 


are for small lots, but come with a good 
frequency. They quote: 
Boits—All style except stove and 





tire bolts, per 100 pieces, 62% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 50 and 10 


per cent off list. 
Nuts.—All style, 62% per cent off 


50 base, per 100 


st. 
Rivets.—Large, $3.! 
tinners’ 


pieces; small wagon and 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Business 
rarely is active at this time of the year 
and this year is no exception to the 
rule. Prices are firm and an advance 
by manufacturers of from 5 to 10 per 
cent means an early lifting of prices to 
retailers. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $17 per 100 pair; 
3% - x 3% in., $17.50; 4 in. x 4 in., 
$27.5 


Hinges.—Heavy strap, 6 in., $1.47 
per doz.; 8 2.47; 10 in., $4.14; 
extra heavy, 7 6 in., $1.87 per doz.; 
8 in., $3.18; 10 in., $4.48: light strap, 
with screws, packed one pair in a 
box, 3 in., $9.27 per 100 pair; 4 in., 
$11.20; light T, 3 in., $10.67 per 100 


pair; 4 in., $12.50. 

Hasps. — Hinge, 
single dozen lots, 3 in., 
4% in., 76c.; 6 in., $1; 
97c. per doz.; 4% in., 
$1.60. 


without screws, 
64c. per doz.; 
safety, 3 in., 
$1.14; 6 in., 


Garage Sets.—Swinging hinges, 10 
n., $2.50 per set. 
COW SPRAYS AND SPRAYERS.— 
Cooler weather has slightly lessened the 
demand, but sales still are fairly good. 
Jobbers quote: 


Sprays.—Ez Bos, % nen. $8.40 
per doz.; 1 gallon, $13.5 
Sprayers. —Cyclone, Pr per doz.; 


Glass tank, $5.50; Baby ‘Miaget $2. 50. 
EGG CARRIERS.—Good call still is re- 
ported from aluminum egg carriers, 
which jobbers quote: 





Egg Carriers.—1% doz., 85c. each; 
2 doz., $1; 3 doz., $1.20; 4 doz., $1.35; 
6 doz., $1.85. 
ELECTRIC FANS.—Sales indicate that 
the bulk of this summer’s requirements 
have been supplied. Jobbers quote: 
Polar Cub, black, 6 in., each in lots 
of 12, $2.85; 8 in., $3.20; in lots of 12, 
$3; 10 in. stationary, $4.60; in lots of 
S¢ es: oscillating, $7; in lots of 6, 


HAYING TOOLS.—There is some de- 


mand, but it lacks the volume and 
urgency of a few weeks ago. Jobbers 
quote: 
Forks.—Three-tine, $7.45 to $16. - 
per doz.; 4-tine, $13.32 to $14; 
forks, double harpoon, No. 313, 376 60 
each; single, 3 9, $3.50. 
Rakes.—No. » $3. 35 per doz.; No. 
 andpally 5, $7 each; No. 20 


$7; steel track for No. 5 carrier, 18c. 
per ft. 


HOSE AND SPRINKLERS.—Retail 
demand is fairly good, but jobbers note 
a considerable decrease in the demands 
upon them. There has been a good deal 
of rain and cool weather also has les- 
sened the necessity of watering the 
lawns and gardens. Jobbers quote: 


Sprinklers.—Ring, $6 per doz.; Rain 
King, $2.35 each; Pluvius, $1.15; two 


purnose, $1.30. 
A shee fans 4 qt., $6 per doz.; 
» $7. yi 10 qt., $8.10; 


$6.60; 
* — $10; 3 = $12.60. 

Hose.—In 250-ft. reels, ¥% in., 944c. 
per ft.; 5 in., 10c.; % in., llie.; ; in 
50-ft. lengths, Wye. per ft. higher; 
Germ Spray nozzles, $6 a doz. 

Hose Reels. — Victor, $1.75 each; 
No. 2, $2.60; Reeleasy, $1.35. 


INSECTIDES AND SPRAYERS.— 
These lines still are doing well, al- 
though sales are not as large as they 
were a few weeks ago. Jobbers quote: 
Insecticides. — Arsenate of lead, 
powdered, 1-lb. packages, 26c. per 
lb.; 100-Ib. packages, 19c. per lb. Bor- 
deaux mixture, 1-lb. packages, 25c. 
per Ilb.; 100-lb. packages, 13c. per Ib. 
Sprayers—1 qt., $3 to $7.50 per 
doz.; larger capacities, $3 to $5 each. 
LEAD SINK TRAPS.—In keeping with 
a stronger lead market, this line has 
been advanced about 7% per cent, job- 
bers now 1% in. at 75c. each and 1% 
in., $1.10. 
LANTERNS.—Continued good demand 
is reported by jobbers, who quote: 
Monarch lanterns with white 
globes, $8.00 per doz.; with ruby 
globes, $10 per doz.; Little Giant lan- 
terns with white globes, $11 per doz. ; 


with ruby globes, $13 per doz.; Cole- 
man, —_— No. 327, $5.25 each; No. 
427, $6 


PAINTING SUPPLIES.—The trade is 
experiencing the usual summer lull. Oil 
and turpentine are lower, but other 
items are unchanged. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 13%c. 
per lb. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 
4 per cent less in lots a hg ton = 
more; turpentine, 72c. gal. 
barrel lots; raw linseed oll, "2 lc. per 
Ib. in barrel lots. 


PRESERVING AND BEVERAGE 
SUPPLIES.—Beverage-making  acces- 
sories are moving well, but as yet there 
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has been only moderate interest in pre- 
serving supplies. Jobbers quote: 
Bottles and Caps. — Quarts, $9.50 


per gross; caps, 20c. to 22c. per 
gross; stoppers, $2.25 per dozen; 
cappers, $10.50 per dozen. 


Strainer Sets.—Eveready in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, $3.50. 

Mason Jars.—Pints, $8.80 per gross; 
quarts, $10.10; 2 quarts, $13.15. 

Jar Rubbers.—Double lip red, 80c. 
per gross. 

Canning Racks.—No. 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrench, 75c. per doz. 

Fruit Presses.—Enterprise, No. 
$6.25 each; Juicy, 3 at., $3.50 each: 
6 qt., $4.30; 12 qt., $6; Brighton, 2 at., 
$3 each; 4 qt., $4.50; 10 qt., $7. 

Cider Presses. — Eagle, single tub, 
$12.10 each; Eagle Junior, $24; Cant- 
clog, single tub, $14.85. 

Meat Choppers. — Enterprise, No. 
12, $5.25 each; No. 22, $9; No. 32, $11. 

Kraut and Slaw Cutters. — Slaw 
cutters, Rapid, $3 per doz.; No. 625 
$3.60; No. 626, $4.80; Kraut = 


No. 672, $1.15 each; No. 673, $1 
Oak Kegs.— 
Red White White Oak 
Oak Oak Charred 
Serra $1.35 $1.45 $2.40 
PUSH, scans 1.80 1.95 2.85 
pS Se 2.00 2.15 3.20 
OS re 2.25 2.45 3.75 
POEM, cscces 2.65 2.85 4.35 
30-gal. ..0ss. 2.85 3.00 4.50 
rs 3.75 4.20 6.50 
SCREEN WIRE GOODS.—Sales are 





tapering off, but are still good for the 
time of year. 

We quote from Pittsburgh jobbers’ 
stocks: 

Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.10; bronze, 14-mesh, $5.50. 

Doors.—Walnut stain, 2 ft. 8 in. x 
6 ft. 8 in., % in. x 3 in., $17.40 per 
doz.; natural finish, % in. x 4 in., 
$23.50, with galvanized cloth $22, sub- 
ject to advances for larger sizes; 
steel bronze, plated wire grills, $18 


per in 
Windows. — Harwood extension, 
No. 1233, $3.20 per doz.; No. 1533, 
$3.70; No. 1833, $4; No. 2433, $4.75. 
VACUUM BOTTLES, JUGS, ETC.— 
Fairly good call still is noted for jars, 
jugs and bottles, which jobbers quote: 


Vacuum Jugs, Jars and Bottles. — 
Little Brown jugs, $2.25 each; Alad- 
din jugs, $2.75 each; Universal jar 
No. 600, $4.40 each; bottles, pints, 
90c. each; quarts, $1.60 each; all steel, 
pints, $4.75 each; quarts, $5.40 each; 
2 quarts, $6.75. 


VACUUM CLEANERS.—Prices of Uni- 
versal line have been revised and are 
slightly lower, jobbers now quoting No. 
7201 complete with parts at $34.50 each 
for lots of one, $33 for lots of three and 
$31.50 for lots of twelve. 
VENTILATORS (WOOD).—A slight 
reduction has been made in Continental 
wood ventilators, which are now quoted 
by jobbers as follows: 


No. 923, $3.40 per doz.; No. 937, 
$3.70; No. 949, $5.10; No. "959, $5.60; 
No. 1537, $4.85; No. 1549, $6.55. 





WIRE PRODUCTS.—Jobbers here are 
moving nails pretty steadily, but re- 
port rather light call for other products 
under this heading. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 


(Per 100 Lb.) Annealed Galvanized 








Nos. 6 to 9 gage...... $3.00 $3.45 
No. 10 3.50 
No. 3.55 
No 3.65 
No. 3.80 
No 4.00 
No 4.25 
No 4.45 
Barbed wire (per 80-rod spool): 
RINT IRRIOME 50. Gieiaein ¥'oce 0:67 0:6 /msaeiain $2.90 
POE aciscpkcceaseweacaeie ne 3.10 
eo entocs suas ne Miewes 3.35 
ts Ss cicekaaaendeacacees 3.10 
2-point cattle (special).......... 2.20 
Field Woven Wire Fence (per 100 
rods): 
1047- 
1047-09 
726-11 
726- 9 
939-11 
59- 9 
Poultry 
No 
No. 1948 3. 
ROO cia ctnaepcue esac oueea 48.50 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
Dey eee DOG OO © deacanecs 
> | Saree 38c. each 
PAUEs Sntokhs asus 65c. each 40c. each 
Ch Se er 45c. each 
Bright nails, base, per keg, $2.85 
0 $2.90. 





Conditions in Northwest Very Encouraging 
—Fall Hardware Outlook Favorable 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, MINN., Aug. 9.—Conditions over the Northwest 
tributary to the Twin Cities, continue to be encouraging. All crops 
are turning out well, showing a greater volume than for several 


years. 
in some sections. 
satisfactory yield. 


Oat production has been decreased to some extent by rust 
Threshing is already under way, showing a very 


Prospects for fall trade are becoming more settled and more 


definitely favorable. 
to meet the expected demand. 


Dealers are filling in their stocks gradually 


The past two weeks, however, seem to show a slight decrease in 


the amount of current business in the stores. 


This is thought due 


to the fact that all attention is turning toward the harvest. 


Prices show several changes, a part of which are increases. 


With 


the approach of the fall buying season there is evident the effort all 
along the line to see that prices and other conditions are ready for 


the expected trade. 





AUTOMOBILE TIRES.—Demand for 
tires is very good. Stocks are being 
drawn on heavily, and prices seem 
steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3%, Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; Heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9.65; 30 x 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26.75; tan tubes, 30 x 3%, $1.70; 32 
x 4, $2.60; 34 x 41%, $3.25; balloon 
tire tubes, gray, 27 x 4.40, $1.90; 29 x 
4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 


AXES.—Call for axes is steady, with 





no particular interest in this line. 


Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16.00 doz.; double bit 
base weight axes, $21.50 doz.; Plumb 
Dreadnaught, S. B. axes, unhandled, 
$15.00; handled, $19.75; double bit, 
unhandled, $20.00; and handled, $24.75 
doz., net. 


BOLTS.—Sales show a good volume in 
this line. Stocks are being kept in 
good assortment. Prices are slightly 
lower on carriage and machine bolts. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60-5 per cent; machine bolts at 60-5 
per cent; stove bolts at 75 per cent 





and lag screws at 60 per cent from 
lists. 


BRADS.—There is a steady call for 
brads, reflecting the activity in build- 
ing work. Stocks are well filled, with 
prices unchanged. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 
BUILDING PAPER.—Demand is fair, 
with stocks ample. Prices have not 

changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
sheathing paper in all weights, 20 
to 40 lb. at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 

CHURNS.—Call for churns has been 
very good this year. The increase in 
the milk yield over the Northwest has 
stimulated the sale of dairying sup- 
plies. Stocks are in good condition and 
prices firm. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Barrel type churns 
at 334% per cent from lists. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Sales in this line are 
steady and in good volume. Stocks are 
ample, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga.. slip joint, 
single head, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in. conductor 
pipe, $5.40 per 100 ft., and 3-in. con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Sales have dropped 
off during the harvest time in fencing 


and fence wire. Prices have not 
changed. 
We quote from jobbers’ stocks, 
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f.o.b. Twin Cities: 10 ga. top and bot- 
tom, 13 ga., intermediate, 6-in. stay, 
26-in., $27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Call for files is steady, with 


stocks well filled. Prices show no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Demand for 
all lines of galvanized ware seems to 
be steady and with good volume. 
Stocks are kept well assorted by the 
dealers. Prices show but one change— 
that of 16-qt. stock pails, which are 
quoted at slightly less. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 
galvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25; héavy tubs, No. 1, $12.60; 
No. 2, $13.80; No. 3, $15; Standard 
10-qt. pails, $2.55; 12-qt., $2.90; 
qt., $3.25; stock pails, 16-qt., 
and 18-qt., $5.50 per doz., net. 

GLASS AND PUTTY.—Demand is at 
a low point, with stocks graded down 
accordingly. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass, 85 per cent, 
and strictly pure putty in 50-Ib. 
drums at $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Trade 
is steady and fairly good in this line. 
Stocks are well filled, with prices un- 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, $12.60; Plumb, No. 
HF81, $12; Plumb, No. HF145, $6.12; 
Riverside, No. 611%, $12.00; Plumb 
broad hatchet, No. 2, $16.40; et: 
ling, No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 


HOSE.—Lawn hose is meeting with 
much better sales than a few weeks 
ago. Stocks, however, are still well 
filled. Prices are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog % in., 
7-ply, 13%c. ft.; Competition, % in., 
3-ply, 7%4c. ft.; Good Luck, % in. 6- 
ply, 10c. ft.; Electric double braid, 
5, in., 50-ft. lengths coupled, 144c. 
ft., net. 


ICE CREAM FREEZERS.—Sales are 
showing a very good demand. Stocks 
are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 


$6.75 each, net. 

Acme galvanized, 2-qt., 67c. each, 
and blue enameled, 2-qt., $1.50 each, 
net. 


LAMPS AND LANTERNS.—Demand 
is steady for camp lamps and lanterns. 
There is a fair demand for kerosene 
lanterns, which will soon be increased 
with the shortening of the daylight 
hours. Dealers are ordering for fall 
delivery. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, 
doz.; No. L327 Coleman lanterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 
LAWN MOWERS.—Lawn mowers are 
selling steadily. Stocks are still in 
good condition, with good assortments 
from which to make selections. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia styles 
A and C, 45 per cent; style E, 50 
per cent; style K at 40 per cent; 
bearing, 14-in., $8.50; 
and 18-in., $9.25 each, 


Riverside ball 
16-in., 
net. 


$8.85; 





MILK CANS.—Demand is good, with 
stocks being kept up well. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad, 5-gallon 
milk cans, $2.65; wide neck, 8-gal., 
$3.20; wide neck, 10-gal., $3.30 each, 
net. 

NAILS.—Sales show a fair demand. 
Building, on the average, is not up to 
last year so far, but it is expected that 
fall building activities will bring up 
the totals. Nail stocks are being care- 
fully watched, the dealers keeping up 
their assortments. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, at $3.10 per keg, base and ce- 


ment coated wire nails in 100-lb. kegs 
at $3.10 per keg, base, net. 


OIL HEATERS.—Sales are rather 
lighter than a few weeks ago. Deal- 
ers are looking forward to the fall 
demand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters No. 12, $5.50; No. 15, $7; 
No. 016, $8.25; No. 0190, $10.50; No. 
151, $7.50; No. 0161, $8.75; No. 0191, 
$11.00; No. 505 Giant, $11.25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Out- 
side painting is progressing at a fair 
rate, despite insect interference. Spring 
painting was delayed by wet weather, 
and so has extended into the summer. 
Stocks of paint are ample for the call. 
Prices have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.55 gal.; second grade at 
$2.00 gal. in one gallon cans; and 
white lead in 100-lb. containers at 
$12.48 cwt., net. 


POULTRY NETTING.—Call for net- 
ting is still fair, with stocks ample for 
the demand. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
— netting at 60 per cent from 
st. 


PUMPS.—Demand for water supplies 
still is good, though showing a slight 
decrease during the harvest time. 
Prices on pumps are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 


6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


PYREX OVENWARE—With the ap- 
proach of the fall buying season, deal- 
ers are beginning to fill in their stocks 
of glass ovenware. Demand is fair 
at present, with prospects of good 
business within a few weeks. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each, net. 


REGISTERS.—Sales are fair, with 
stocks well filled. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 
20 per cent, and wrought steel regis- 
ters, 40 per cent from lists. 


ROPE.—Demand for rope has been 
very good. Sizes used for haying are 





selling well. Not for years has there 
been a hay crop to equal the one this 
year, and equipment has been taxed 
heavily, requiring many replacements 
and new outfits. Stocks of rope are 
kept well assorted. Prices are steady 
and firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Best grade manila 


rope, 25c. lb., base and best grade 
sisal rope, 17c. lb., base. 


SANDPAPER.—Call for sandpaper is 
fair, with stocks in good condition. 
Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sand- 
paper, No. 1, 85c. per box of 100 
sheets; second grade, No. 1, 77c. per 
box of 100 sheets, and garnet paper, 
No. 1, $16.75 ream, net. 


SASH CORD AND WEIGHTS.—De- 
mand is steady and with fair volume. 
Price on best grade cord has advanced 
le. per pound. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 62c. lb.; second grade, 35c. Ib., 
and cast iron sash weights, $2.10 cwt., 
net, 


SCREEN DOORS AND WINDOWS.— 
These products are meeting with ready 
sale at present. Stocks are being 
watched carefully, to keep up assort- 
ments. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension, 
24-in. screens, $5.00 per doz., net. 

SCREWS.—Call for screws is fair, 
with stocks well filled. Prices show 
no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


STEEL SHEETS.—Demand is fair, 
with stocks ample. Prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), and 
black steel sheets at $3.95 cwt., base 
(24 ga.). 


TIN.—Call for roofing tin is fairly 
good. Price on 8-lb. tin is slightly 


lower. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28, $14.50 box, and IC, 20 x 28, 
8-lb. coating roofing tin, $15.50 box, 
net. 


WHEELBARROWS.— Sales show a 
fair volume, with stocks well filled. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
No. 1G American garden, $6.25 each, 
net. 


WIRE.—Fence wire is selling fairly 
well, but in less volume than before 
harvest began. Dealers are looking for 
a good amount of business this fall. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 
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Eveready-Mazda Automobile Lamp Kit No. 
1742. andsomely enameled in colors, sub- 
stantially made ot metal. Fits side pockets 
of car, can be thrown in tool-box without 
danger of breaking lamps. List price 25c, 
empty. Will peenete your sales of 
Eveready-Mazda Lamps. 


YOU’VE got four aces in your hand when you stock this 
Eveready-Mazda Automobile Lamp Kit. It holds two 
Eveready-Mazda headlight Lamps and two Eveready- 
Mazda side, rear’or instrument Lamps, safely and 
securely. It will take mighty little selling to put one of 
these kits, with four lamps, into the tool-box of every 
motorist who sees this outfit. Stock this kit arfd get this 
extra business that comes without effort. Order from 


your jobber. 


NATIONAL CARBON COMPANY, INc. 
New York San Francisco 
Atlanta Chicago Kansas City 


Unit of Union Carbide and Carbon Corporation 





EVET 


MAZDA 
AUTOMOBILE LAMPS 
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Good Crops Creating Optimistic Feeling — 
Chicago Prices Are Firm—Collections Fair 


(Chicago Office of HARDWARE AGE) 


CHICAGO, Aug. 9.—While there has been very little change in 
actual business conditions during the past week, a decided spirit 
of optimism over the outlook for this fall is developing. Through- 
out the agricultural districts crop conditions are increasingly good 
with the harvesting of small grains rapidly moving northward. 
The corn crop, however, is apt to be short as planting was late and 


the season’s weather unfavorable. 


In spite of the good prospects for this autumn, dealers are show- 
ing little disposition to start buying for their fall needs although 


retail stocks are admittedly low. 


This situation, however, is not 


causing the alarm that it might have a few years ago as the policy 
of “hand-to-mouth” buying is becoming an accepted fact and the 
consumer demand later on will start a rush of orders for immediate 


shipment. 


Steel mills in the Chicago district are now operating at about 
70 per cent of capacity and there seems to be an improvement. in 
the number of small orders for finished steel, with more specifica- 
tions that bring the total business slightly above that of 30 days ago. 

Prices on hardware items are without change with the exception 
of an expected advance, ranging from 5 to 10 per cent, by the manu- 
facturers on butts and hinges. Jobbers’ prices have not yet changed 
and no other price changes are anticipated. 


Collections are fair. 





AUTOMOBILE ACCESSORIES. — A 
normal amount of business is being re- 
ceived. While rubber prices are lower, 
cotton prices are up and tires remain 
; unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light. — Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 

35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—There is a con- 
tinuance of the exceptionally heavy 
demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; special 
Official League Balls, $8.90 dozen; 
Slugger bats, $16.20 doz. 


BOLTS AND NUTS.—Prices remain 
unchanged and sales are only fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
earriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine -bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Manufac- 
turers have announced an advance on 
butts and hinges ranging from 5 to 10 





per cent and jobbers’ prices may be ex- 
pected to follow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.92 
per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 
4 steel butts, old copper and dull 
brass finish, $2.64 per doz. pair, case 
lots—less quantities, 12c. per doz. 
pair higher; heavy steel bevel inside 
sets, $5.75 per doz. sets, case lots: 
steel bit-keved front door sets, $1.45 
per set’ wrought brass bit-keyved 
front door sets, $2.49 per set; cylin- 
der front door sets, $6.00 per set. 


CAMP STOVES AND CAMP FURNI- 
TURE.—There is a brisk demand from 
the tourist trade and dealers are com- 
pelled to place fill-in orders frequently. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Coleman No. 2 Camp 
stoves, $8.50 each; Coleman, No. 1 
Camp stoves, $6.25 each; American 
Kamp Kook No. 3 stoves, $4.20 each; 
American Kamp Kook, No. 7 stoves, 
$6.00 each; Gold Medal cots, $32.50 
es Gold Medal badger cots, $26.25 
oz. 


CHAIN.—Prices are firm and sales are 
very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof cow 
chains, $8.50 per 100-lb. Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount, No. 00-4% electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.— 
There is a seasonal slowing up in sales. 
Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


‘ELECTRICAL MERCHANDISE.—The 
active demand for electric fans and 
heating appliances is still strong. Prices 
are unchanged. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 
rubber covered wire, $6.25 per 1000 
ft.; in 1000 ft. lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12; %-in., brush brass key 
sockets, 15144c. each; two-way plugs, 
45c. each, in lots of 10, 40c. each; 
two-piece attachment plugs, 7c. 
each; dry cells, boxes of 50, 32%c. 
each; less than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5.00; lots of six, $4.72. Table 
stove; Armstrong, be ag Percolator, 
Universal 9169, 

Radio Supplies. ~ Rakes B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of mS $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2. 62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 


FILES.—There is a normal and steady 
demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—The vacation sea- 
son is causing a very heavy demand 
especially for the better grades of rods 
and reels. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago; level winding’ reel, 
$2.00 each; Symploreel No. 752, $4. 90 
each, South Bend Bass- Orenos, $8.00 
doz.; Heddon’s Zig-Wag, $10.00 doz.; 
high grade-silk casting line, $1.40 per 
100 yds. 


GALVANIZED WARE.—The demand 
is strong and while prices are very firm 
no advance is in prospect. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, 00; No. 2, 
$6.85; No. 3, $8.00; 10 qt., gaivanized 
after-made pails, $2.12; 12 qat., $2.33; 
14 qt., $2.60. One gal. all galvanized, 
oil cans, $2.75 doz.; 2 gal., $4 doz.; 3 
gal., $6.00 doz.; 5 gal., $7.00 doz.; 1 
bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 
ures, $7.50. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—The extremely warm 
weather is holding the demand up well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 1lc. per 
ft.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprin- 
klers, Rain King, $28 a doz.; original 
fountain sprinklers, $6.00 doz. 


GLASS AND PUTTY.—There is the 
usual midsummer slump in the demand 
for glass and putty. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 88 per cent discount; single 
strength B, all brackets, 89 per cent 
discount; double strength A, all 
brackets, 88 per cent discount; double 
strength B, all brackets, 89 per cent 
discount; putty, pure grade, $4.25 per 
100 lb.; commercial, $3.50 per 100 Ib. 


GOLF GOODS.—Sales are holding up 
well and manufacturers are getting 
further behind on shipments. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: - High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 


(Reading matter continued on page 72) 
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AiR-Way insures 


perfect ventilation 
in every room 


Window openings equipped with AiR-Way Multi- | The sash may be adjusted at any*point to admit 











fold Window Hardware assure the desired amount _—_any desired amount of fresh air without draughts. 

of ventilation in any season. When closed the windows are weather tight and 
When open the sash slide and fold to one or rattle proof. 

either side leaving a clear opening the full width Cost no more than the most ordinary equipment. 

and depth of the frame—there is no interference Write for full information and working details 

with screens or drapes. of this most modern window equipment, 


AiR-Way is furnished in complete units with hardware fitted to either 
steel or wood sash and assembled in frames ready to set in openings. 
Hardware is also furnished for assembly on the job if desired. 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansasCity JIosAngeles SanFrancisco Omaha Seattle Detroit 


224-A Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON, ONT. + Winnipeg 
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McGregor steel shaft wood clubs, All the above less 50 r cent dis- “ee | _— 
$4.50 each; Crawford-McGregor steel count. Alaska, 1 qt., $2.05 list; 2 qt., No. a Maes. No. 68, tye 
shaft iron clubs, $3.50 each; Grand $3.45 list; 3 qt., $4.10 list; 4 qt., $5 Oval, <P $12 doz.; No. 633, $14 
Slam wood clubs, $4.75 each; Grand list; 6 qt., $6.30 list; 8 qt., $8.20 list; doz.; Shallow (Dval, No. 642, $12 doz.; 
Slam iron clubs, $3.35 each: Use. 10 qt., 10.75 list; 12 at., $14 list; 15 No. 643, $14 doz. 
Royal Golf Balls, $6.50 doz.; St. at., $17 ei 20 0 at, $21. 50 list. A dis- Pie Plates.—No. 208, $6 per doz.; 
Mungo Colonel Golf Balls, $6.50 doz. count of 2 10 per cent on all No. 209, $7.20 per doz. 
HANDLED HAMMERS AND HATCH- above , nl Acme, 2 qt., galv., $8 Tea Pote—2 cup, = doz.; 4 cup, 
ETS.—The d di "ene 1 per doz.; 2 qt., enamel, $10 per doz.: $24 doz.; 6 c $28 doz. 
-—ihe demand is showing a usua 4 qt., enamel, $18 per doz. Above Utility Pane. oie. 231, $8 doz.; No. 
prices are net. 232, $14 do 


midsummer let-up, but with firm prices 
and active prospects for fall. 


HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz., machinists’ 
hammers, first quality, $9.20 doz.; 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; First 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—There 
is an increasingly good demand for 
handles and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight 
chucked and_ bored, best’ grade, 
4%, ft., $4.15 doz.; 5 ft., $5.00 doz.; 
XX, 41% ft., $3.65 doz.; 5 afte $4.45 
aes X, 4% ft., $2.35 doz.; , $2.75 
OZ. 


Hay Fork Handiles.—Bent-chucked 


and bored, best —s with strap, 
ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX, 4 ft., $5.00 doz.; 
4% ft., $5.40 doz.; 5 ft., $6.25 doz.; 


XX plain, 4% ft., $3.60 doz.; 5 ft., 
$3.80 doz.; X plain, 4% ft., $2.70 doz.; 
5 ft., $3.25 doz. 

Manure Fork Handles.—Bent, best 
grade, plain, 4 ft., $4.35 doz.; £4, Thee 
$4.70 doz.; XX plain, 4 ft., $3. 85 doz.; 
4% ft., $4. 15 doz.; plain, "4 ft., $2. 50 
doz. ; 4% ft. $2.85 doz. 

Garden Hoe Handles Xx, 4% ft., 
$3.26 doz.; 

Garden ‘make andhan ie 5% tt: 
$4.80 doz.; 5% ft., $3.05; 6 ft., $4.0 

Shovel Handles.—Regular Pathare, 

. 4% ft, $6.10 doz; X, 4% ft., 
$3.50 doz.; D handles, best grade, 
$7.00 doz.; X, $5.50 doz. 

Spade WHandiles.—D handles, best 
grade, $6.80 doz.; X, $5.25 doz. 


HANDLES, TOOL.—Hickory handles 
are still unchanged in price though a 
normally higher market may be ex- 
pected. Orders are small but numerous. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Sales are very good. Manu- 
facturers’ prices have been advanced 
from 5 to 10 per cent. 


We quote from jobbers’ stocks, 


f.o.b. Chicagé: Heavy strap hinges 
in bundles, 4-in., 88c.; 5 in., $1.16 
6in., $1.28; 8-in., $2.05; 10-in., $3.45 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.21; 5-in., $1.49: 
6-in., $1.53; 8-in., $2.49; 10-in., $3.71 
per doz. 


HUNTING CLOTHING.—The higher 
cotton prices may cause a substantial 
advance in hunting clothing. 


ICE CREAM FREEZERS.—Sales are 
steadily good with the hot weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
at., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 qt., 
$10.45 list; $13.40 list; 10 qt., 
$17.90 list; $21.50 list; 15 qt., 
$25.60 list: $33.20 list; 25 qt., 
$42.60 list; $4 list; 2 qt., 
$4.60 list; 4 qt., $6.80 
list; 6 qt., $11.10 list. 


8 qt., 
12 qt., 
20 aqt., 
Arctic, 1 qt., 
3 qt., $5.45 list; 
$8.60 list; 8 qt., 





NAILS.—Jobbers’ sales are good with 
better demand and firm prices in pros- 
pect for the fall building season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and ce- 
ment coated nails, current orders, 
$2.95 per keg base. 





Sees Half-Billion Gain for 
Farmers in 1927 


The farm income is only 10 per cent 
of the total national income and yet 
its concentration in the fall months 
gives it an influence in fall business 
that is greater than appears from the 
annual aggregate, says the Chicago 
Tribune. The condition of the farmer 
pretty well determines whether the 
business of the closing quarter of the 
year is good or bad. The government 
published its forecasts of crops on 
July 11, and these probable yields cal- 
culated at present prices indicate that 
from the eight principal crops alone, 
farmers will receive at least a half 
billion dollars more than last year. 
There is a real basis for optimism 
about trade this fall, with the farmer 
possessed of so much more spending 
money. 

The whole level of business appears 
to have improved in the past sixty 
days if allowance is made for seasonal 
variations. The betterment has parti- 
cularly affected the Chicago Territory. 
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PAINTS AND OILS—Sales continue 
good and prices are without change. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 91c. 


per gal.; 5-barrel lots, 88c/ per gal. 
Linseed Oil.—Boiled, barrel lots, 
94c, per gal.; 5-barrel lots, 91c. per 
al, 
" Denatured Alcohol. — Barrel lots, 
5344c. per gal.; steel drums extra $6, 
returnable. ‘ 
Turpentine—Drum lots, 67c. per 
gal, net. - 
White Lead. — 100 Ib. lots, $13.75; 
50 Ib. lots, $7.00; 25-Ib. lots, $3.50; 


1244-lb, lots, $1.80. 
Shellac.—(4%4- «lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
Dry Paste.—Barrel lots, 
Ib. ‘ 


744c. per 


PREPARED ROOFING. — Sales are 
quiet between seasons but prices are 
well maintained. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium talc surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 

PYREX WARE.—There is a normal 
demand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago. 
Bread Pans.—No. 212, $7.20 doz.; 


No. 214, $12 doz. 





Z. 
Iced Tea Sets.—$6 per set. 


ROPE.—No early price changes are ex- 
pected. The demand is light at this 
period of the year. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brand, 23c. to 25%c. per Ib.; No. 2 
manila, 22c. per Ib.; No. 1 sisal, 
14%c. to 16c. per Ib.; No. 2 sisal, 
13%c. to 15c. per Ib. 


SASH CORD.—Higher cotton prices 
may cause a price advance. Sales are 


sep 
sone a, ese aed stocks, 
f, on hicago: 7, standard 
Meo $7.65 per a hanks; No. 
8, $8.75 per doz. hanks. 


SASH PULLEYS.—A good volume of 
orders is being received. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 


50c. doz.; barrels, 54c. doz. Common- 
barrels, 54c. 


sense, 2-in., 60c. doz.; 
yaa No. 110, 46c. doz.; barrels, 42c. 
Oz. 


SCREWS.—Sales are just normal, not 
as lively as present low prices would 
seem to warrant. 

We quote from_ jobbers’ 
f.o.b. Chicago: Flat head, bright 
screws, 75-20-35 per cent; round 
head, blue, 72 -20-35 per cent; flat 
head, brass, 2144-20-35 per cent; 
round head brass, 70-20-35 per cent, 


SOLDER AND BABBITT.—Sales are 
quiet with prices not so firm. No 
changes to report as yet. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $42.50 per 100 Ilb.; medium, 
45-55 ‘solder, $41.50 per 100 Ib.; tin- 
ners, 40-60 solder, $40.50 per 100 Ib.; 
high speed babbitt metal, $20 per 100 
lb.; standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—There is a very 
good demand. Local prices seem strong 
and only the largest inquiries bring 
concessions. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 Ib.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WRENCHES.—Sales are good and 
prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-70 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket, Set, 
$3.70; No. 1817 Giant ‘‘Snap-on’”’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per 
cent discount. 


WIRE PRODUCTS. — Present prices 
continue quite firm. Orders are about 


normal. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 


stocks, 


(Reading matter continued on page 74) 
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Never charged. Never dis- 
charged. Designed to oper- 
ate any standard 6 volt re- 
ceiving set from 1 to 9 
tubes. Housed in handsome 
sage-green Duco-finished 
20 gauge metal case. Mod- 
erate price and proven per- 
formance guarantee big 
volume trade. Liberal deal- 
er discounts.Write for com- 
pleteinformationand trade 
stimulating selling plan 
that insures greater and 
quicker profits. 


Julian M. White Manufacturing Co 


Sioux City, Iowa 


T POWER UNIT ” 





‘A'SO0C 








PROFITABLE 
BUSINESS 


White “A” Socket Power Units 
are easy to sell — and they stay 
sold. A demonstration is con- 
vincing proof of their supremacy. 

Continually efficient service in- 
variablyrendered insures absolute 
satisfaction,establishing consumer 
good will and endorsement that 
create an ever increasing demand. Truly 
an “A” Battery Eliminator. Abolishes 

“A” Batteries entirely. Requires 
no trickle charger. 


















Our complete line of “A,” 
“B” and “A-B” Power 
Units gives a wide, active 
range of sales. 


WHITE“A”’ SOCKET 
POWER is licensed by 
Andrews-Hammond 
Corporation under An- 
drews Condenser and 
other Andrews - Ham 
mond patent applica 


tions. 
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New York Market Active 
for This Time of Year— 
Fall Futures Are Light 


NEW YorRK, Aug. 


hardware market is very active for this time of the year. 
distributors say that orders are plentiful but individually small. 


9—Current business in the New York wholesale 


Some local 
The 


bulk of the wholesale trade on spring lines has been handled and atten- 
tion is now bejng given to fall goods. 

Preserving equipment is active with the retail trade, and a demand 
continues for screens, screen doors, wire cloth, screen door hardware 


and such materials. 


Early interest in fall goods continues light. 


With the exception of the advance on garage sets, steel butts and such 
competitive hardware, there have been no important changes since 


Aug. 1. 


Jobbers have not yet announced an advance on these lines 


though the factories have announced a higher price. 


New York Bolt ~ Demand 
Good; Prices Are Uniform 


Bolts and nuts have a good call in 
the New York wholesale hardware 
market. Prices are uniform through- 
eut the city and local stocks are con- 
sidered satisfactory. 


JOBBERS’ +e apo ha ge i RE- 
TAILERS, F.O.B. NEW YOR 

Carriage bolts, by 6 and tees 
50 and 10 off list. gt 50 per cent 
off list. 

Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list; 1% to 1%, 30 off list. 

Coach screws, \% by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


Battery Sales Very Good, Say 
New York Jobbers 


Batteries for radio and _ ignition 
work continue to have a very active 
sale in the New York wholesale hard- 
ware market. The ignition work de- 
mand comes largely from waterfront 
towns where dry cells are used with 
marine motors. The radio demand, of 
course, is universal. Prices are very 
firm and local stocks are ample. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Dry cells No. 6, lignition type, 
32%c.; No. 7111, same type, 35%c. 
each. 

B batteries, No. 767, $2.62 each; in 


$2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 


units of 5, 


Freezers Fairly Active in 
Metropolitan Market 


The demand for ice cream freezers 
continues to be fairly active in the 
metropolitan wholesale hardware mar- 
ket. Prices are steady and are not 
expected to change. Local stocks are 
considered ample for current needs. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each: 12 qt., 
$14 each; 15 qt.. $17 each. and 20 qt., 
$21.50 each. These are list prices 





which are subject to a dealers’ dis- 


count of 20 and 10 per cent. 


Ice Cream Freezers, White Moun- 
tain, 2 qt., $5.65; 4 qt., $8.25; 6 qt., 
$10.45, and 8 qt., $13.50 each. These 
are list prices and are subject to 
dealers’ discount of 50 per cent. 


Auto Vacuum Freezers, No. 1, $3.33; 
No. 2, $4.00; No. 3, $5.33, and No. 4, 
$6.67 each. These are net prices. 

Arctic Freezers, 1 qt., $4.00; 2 qt., 
4.60; 3 qt., $5.55; 4 qt., $6.80; 6 at., 
8.60; 8 qt., $11.10; 16 qt., $14.80; 
12 qt., $16.65, and 15 qt., $23! 30 each. 
These are list prices subject to deal- 
ers’ discount of 50 per cent. 

Acme Freezers, No. 1, 2 qt., rogith- 
galvanized, tapered, $8.00 per dozen; 
No. 2, 2 qt., enameled, galvanized, 
tapered, $10. 00 per dozen: No. 3, 4 qt., 
enameled, $11.00 per dozen, and No. 
4, pint size, Junior enameled, $4.80 
per dozen. These are net prices. 

Everybody’s Freezers, No. 01, pt., 


$4.00; No. 1, 1 qt., $5.50; No. 2, 2 at., 
$7.00; No. g, 3 at., $8. 00, and No. 4, 
4 at, $9.00. ‘All gray enameled. 


The se are ligf prices subject to deal- 
ers’ discount of 33% per cent. 


Lantern Sales Are Fair; 


Prices Firm in New York 


Fair demand for lanterns is reported 
by New York wholesale hardware 
houses. An increased demand is ex- 
pected the latter part of August or the 
first week in September. Lanterns are 
usually very active during the entire 
fall and winter season with early 
wholesale orders being placed this 
month. Stocks are adequate and local 
prices continue firm. 

JOBBERS’ QUOTATIONS a. RE. 

TAILERS, F.O.B. NEW YOR 

Lanterns, Hylo, 62%c. oa ‘Vie- 
tor, white globe, 66%c.; Victor, Ruby 
globe, 83%4c.; Blizzard No. 2, $1.08%; 

Monarch, white globe,- 66%c.; Mon- 

arch, ruby globe, 83%c.; Little Wiz- 

ard, 75c.; D-Lite, $1.08%; D-Lite, 
with large fount, $1.19; Sport, 46c.; 

Junior Wagon, $1.50; Buckeye, Dash 

Lamp, $1.16%:; No. 39, Railroad, 

$1.58%, and No. 30, Beacon, $2.62% 

each, 

N. B.—On all except Hylo an allow- 
ance of 25 cents per dozen is made bd 
on order of three dozen or more. 


———. -- 


N. Y. Linseed Oil Prices 


Linseed oil is in moderate demand 
in the New York territory. Current 
card prices are: Linseed oil, in lots of 
less than 5 bbl., 11.6 cents per lb.; in 
lots of 5 bbl. or more, 11.2 cents per 
Ib., and Calcutta linseed oil in barrels, 
15.7 cents per lb. 





Screw Demand Is Normal; 
Local Stocks Satisfactory 


The current demand for screws is 
considered normal. New York prices 
are firm in this line and local stocks 
are considered satisfactory for current 
requirements. 

JOBBERS’ ght age =. RE- 

TAILERS, F.O.B. NEW YOR 

Screws, flat head, bright ron. 75- 
20-10-10-10-10-10; round head. blued, 

72% -20-10-10-10- 10- 10; round head, 

iron, nickel plated, 65-20-10-10-10- 10- 

10; flat head, galvanized, 60-20-10- 

10-10-10-10; flat head, brass, 72%- 

20-10-10-10-10-10; round head, brass, 

70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is alowed. 


Steady Demand Reported for 
Sash Cord in N. Y. 


Sash cord is enjoying a steady sale 
in the New York market, with prices 
firm and uniform throughout the city. 
Local stocks are considered adequate. 


JOBBERS’ Sut ea a TO RE- 
TAILERS, F.O.B. NEW YORK: 
Sash cord Samson spot No. 8, 70c. 
: No. 8, 27c., and Phoe- 
nix No. 8, 35c. to 36c. 
No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


Early Interest Not Heavy for 
Stove Accessories 


Such fall items as stove pipe, el- 
bows, dampers, fire shovels, pokers 
and other stove accessories have not 
had a heavy call as yet. Metropolitan 
jobbers expect an active sale on these 
items to start shortly. Prices locally 
are uniform and not expected to 
change. Local stocks are considered 


ample. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 

Stove pipe, No. 28 gage, black iron, 

12 weg ig a” a bundle, 4 in., 13%c. 

each; is Ok 15c. each; 5 in., 16%4c.; 

5% in., 18c. "6 in., 21c. each. 

Stove pipe elbows, black “—" No. 
28 gage, 12 in a bundle, 4 in., 1 3%ec.; 
4% in., 14c.; 5 in. 15¢.; 5% in., 

16%c.; 6 in., 18c. each. 

Pipe dampers, cast iron, wooden 
handle, 4 in., 8%c.; 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., 7%c.; 7 in., 
13c. each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3/16 in. 
diameters, 12 in a box, 6%4c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%c. C 
4% in., 4%c.; 5 in., 4%4c.; 5% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 644c. each. Same with loop han- 
dle, 12 in a box, 744c. each. Stove 


each; 


pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, Tic. 
each; No. 8, 16c. each. Neve srbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 
ft., $1.00 and 6 ft., $1.16 each. 

Flue scrapers, black iron, 380 in. 


long, 12 in a bundle, 4c. each. 


Fire shovels, one piece steel, jap- 
anned, 3 in a bundle, No. 54, 5%c.; 
No. 56, 5%c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
257, lle. each. Extra heavy, one 
piece, japanned scoops, 6 x 9 in., 
capped end, 16%4c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each: 18 x 
18 in., 58c.; 24 x 24 in., 71c.; 26 x 26 
in., 78c.; 28 x 28 in., 88c.; 30 x 30 
in., $1.08; 32 x 32 in., $1.22; 35 x 35 


in., $1.52 each. 


(Reading matter continued on page 76) 
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Revised Carriage Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To de- 
termine net selling or buying price on any size, this chart offers a direct short cut. For example: 
Assume a desired discount of 40 per cent on 34-inch diameter carriage bolts, 2 inches in length. 
Find the length line and follow along until you reach the 40 per cent discount column—here you 
find the answer, 186. Other discounts and lengths are determined in the same manner. List 


prices are per 100. 


Carriage Bolts (3/8 inch diameter) 


Carriage Bolts (7/16 inch diameter) 








DISCOUNT 





Length) List 





10 20 25 30 | 33%)| 40 50 60 70 


DISCOUNT 
Length) List 





10 20 25 30 | 33%) 40 50 60 70 





% 207 184 173 161 154 138 115 92 69 


306 | 272 | 255 | 238 | 227 204 170 | 136 102 





221 196 184 172 164 147 123 98 74 


340 
1% | 360 | 324 288 | 270 | 252 | 240 | 216 180 144 108 
380 





1% 342 | 304] 285 | 266] 254] 228 190 | 152 114 





230 
245 

1%| 260) 234|] 208] 195] 182] 174| 156] 130] 104 78 
1%| 280| 252 | 224] 210] 196| 187] 168] 140] 112 84 


2 425 | 383 | 340 | 309] 298 | 284/ 255] 213; 170{ 128 





2 310 | 279 | 248 | 233] 217 207 186 155 124 93 


2%| 475 | 428 380) 357 333 | 317 | 285 | 238 190 143 





2%| 345)| 311 276 | 259 | 242 | 230) 207 173 138 104 


3 515 | 464 412 | 387 361 344 | 309 | 256 | 206 155 





3 375 | 338 | 300 | 282 263 250 | 225 188 150 113 


3% | 560 | 504 448 | 420 | 392 | 374 336 | 280 | 224 168 





3% | 410] 369] 328) 308 287 274 | 246 205 164 123 


7 605 | 545 | 484 454 424 | 463 | 363 | 303 | 242°) 182 





401 356 | 334 | 312) 297 267 223 178 134 


4% | 645) 581 516 | 484 | 452] 430] 387 | 323 | 258 194 





4% 428 | 380 | 357 333 | 318 | 285 | 238 190 143 


5 690 | 621 552 518 | 483 | 460} 414 | 345 | 276| 207 





482 428 | 402 375 | 358) 321 268 214 161 


5%2| 735 | 662} 588 552/| 515 | 490) 441 368 | 294] 221 





6 780 | 702 | 624 585 | 546] 520 | 468 | 390 | 312} 234 





540 480 | 450 420 | 400 | 360 300 240 180 


6% | 825| 743 | 660 619 578 | 550 | 495] 413 | 330 | 248 





6% 567 504 473 | 441 420 378 315 | 252 189 


7 870 | 783 | 696 | 653 | 609 | 480 | 522] 435 | 348] 261 





445 
475 
535 
5% | 565| 509| 452 | 424 396 | 378 | 339 | 283 | 226 170 
600 
630 
665 


599 532 499 466 | 444 399 333 | 266 200 


74%| 915 | 824 732 | 687 641 610 | 549 | 458 | 366 | 275 











7% | 695| 626 | 556 | 522] 487 464 417 348 | 278] 209 














84% | 760) 684 608 | 570 532 | 507 456 | 380 | 304 228 








8 960 | 864 | 768 | 720} 672 | 640/] 576 | 480] 384] 288 











8% | 1005 | 905 | 804 | 754 704 | 670) 603 | 503 | 402; 302 








9 1050 945 | 840 | 788 735 | 700} 630] 525 | 420) 315 
91% | 1095 | 986 | 876 822 | 767 730 | 657 548 | 438} 329 










































































9 795 716 | 636 597 557 530 | 477 398 318 239 

9% | 825 | 743 660 619 578 550 495 413 330 248 | 10 1140 | 1026 912 855 798 760 | 684 570 | 456 342 
10 860 | 774 688 | 645 602 574 516 430 344 258 il 1225 | 1103 980 919 | 858 817 735 | 613 | 490 368 
il 930 | 837 744 698 651 620 558 465 | 372 279 12 1310 | 1179 | 1048 983 917 874 786 | 655 524 393 
12 1000 | 900 | 800 750 700 667 600 500 | 400 300 a 1440 “1206 1152 | 1080 | 1008 | 960 | 864 720 576 432 
13 1110 999 888 833 777 740 | 666 555 444 333 14 "1525 1373 | 1220 | 1144 | 1068 | 1017 915 763 610 | 458 
14 1175 | 1058 940 882 823 797 705° 588 470 353 15 1620 | 1458 | 1296 | 1215 | 1134 | 1080 | 972 810 | 648 | 486 























15 1240 | 1116 992 930 868 827 744 620 496 372 


16 1710 | 1539 | 1368 | 1283 | 1197 | 1140 | 1026 855 684 513 














16 1305 | 1175 | 1044 979 914 870 783 653 522 392 


17 1800 | 1620 | 1440 | 1350 | 1260 | 1200 | 1080 900 | 720 540 











17 1370 | 1233 | 1096 | 1028 959 914 822 685 548 411 























18 1435 | 1292 1148 | 1077 1005 957 861 718 574 431 


18 1890 | 1701 | 1512 | 1423 | 1323 | 1260 | 1134 945 756 567 














19 1980 | 1782 | 1584 | 1485 | 1386 | 1320 | 1188 | 990} 792 594 














19 1500 | 1350 1200 | 1125 1050 | 1000 | 900} 750| 600 | 450 












































20 | 1565 | 1409 | 1252 | 1174 | 1096 | 1044 | 939 | 783 | 626 | 470 
| | 








This is the first installment of a complete series of Carriage Bolt prices to be published weekly. 





20 2070 | 1863 | 1656 | 1553 | 1449 | 1380 | 1242 | 1035 828 621 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIA- 
TION CONVENTION, Atlantic City, N. J., Oct. 17, 18, 19, 
20, 21, 1927. Headquarters, Hotel Marlborough- 
Blenheim. Charles F. Rockwell, secretary, 342 Madison 
Avenue, New York City. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, September, 1927. 
L. P. Biggs, secretary, Little Rock. 


NATIONAL HARDWARE ASSOCIATION CONVENTION, 
Atlantic City, N. J., Oct. 17, 18, 19, 20, 21, 1927. 
Headquarters, Hotel Marlborough-Blenheim. George 
A. Fernley, secretary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION, Dallas, Jan. 17, 18, 19, 1928. Dan 
Scoates, secretary, College Station. 
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This desplay fixture 


is lithographed in 
colors on heavy sheet 
steel, mahogany grain 
finished. Attractive and 
decorative. Size 12"x 
24" at base. ite 
packed 28% Ibs 











NOBURN OUT ams 





What Dover Co-operation 
means to the retailer 


HEN Dover appliances are 

bought by a hardware dealer 
that is the beginning rather than the 
end of the transaction. 


All Dover asks of a dealer is that he 
do good intelligent business. That 
means a clean stock, constant display 
of merchandise and a retail price that 
nets a warth-while profit on every sale. 


That’s our policyand it should be yours. 


Then Dover helps ¢hat dealer increase 
his business by strong sales assistance 
from the factory. 

For example, the Dover Display Fixture, 
a complete sales and service station, 
is the sign of an authorized Dover 
dealer. Loaned to dealers who can 
qualify for our profit-making franchise. 


National Advertising (reates a 
“Demand for “Dover ‘Products 


The market is practically unlimited. In 
9 out of 10 homes, even if they already 
have an electric iron, you can sell a 
better one— made by Dover —if you 
only talk about it. Every woman who 
comes into your store is a prospect. 


Dover advertising in the Saturday Even- 
ing Post, Ladies’ Home Journal and 
newspapers, is constantly selling the 
public on the desirability of “No-burn- 
out” appliances. Cash in on this advertis- 
ing now. Write us today for information. 





DOVER MANUFACTURING 


COMPANY 


of DOVER, 


OHIO 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 


Asa 





“N 
SQ 


4, 





\3 
SJ 








“But, lady,” a marriage license clerk 
explained to a movie actress applicant, 
“the law compels me to record all pre- 
vious marriages before I issue a license.” 

“Good Lord!” exclaimed the prospec- 
tive: husband. “And I’ve got a _ taxi 
waiting.” 





Isaacstein, Senior—‘‘Abe, what for you 
go up the stairs two at a time?” 

Isaacstein, Junior—‘To safe my shoes, 
fadder.”’ 

Isaacstein, Senior—“Dot's right, my son. 
But look oudt you don’t split your pandts.” 


A Scotchman and Jewish boy went out 
golfing on a very hot day. The Jewish 
boy had a sunstroke and the Scotchman 
made him count it. 





Blink—“Speaking of inventions, I have 
a little machine in my place that would 
make a million if I could only keep it 
going all the time.” 

Blank—“You don’t say so! What is it?” 

Blink—“A cash register.” 





Rub—“I have a new attachment for my 
car.” 

Dub—“What is it?” 

Sheriff's! 





“Now that we're engaged, dear, how 
do you think I’ll strike your mother?” 

“Oh, John, won’t you wait until we're 
married, at least?” 





“Black chile, does you all know what 
deceit am?” 

“Suttingly I does, Beelzebub.” 

“Den what is it?” 

“Well, when I leans ovah an’ 
somethin’ rip, I knows dat’s de seat.” 


heahs 





Lady Passenger—“Could I see the cap- 
tain?” 

First Mate—“He’s forward, Miss.” 

Lady Passenger—“I’m not afraid. 
been out with college boys.” 


I’ve 





The young mistress sent her colored 
maid, newly hired, for a bill of toilet arti- 
cles. 

“Mandy,” said the mistress a few days 





later, “where is that tar soap you got for 
me the other day?” 

“Lawzee, Miss,” exclaimed Mandy, 
“what all’s a blonde baby like you to do 
wid tar soap? Ah thought you ordered it 
for mah own pussonal use.” 


“Pardon me, sir, but could you tell 
where I could get a drink?” 

“Mister, I’m only a street car motorman. 
You're the third man this morning who 
has mistaken me for a policeman.” 


“T never knew Jones had twins.” 

“My dear! He married a telephone girl 
and, of course, she gave him the wrong 
number.” 


> 


Landlady—‘“‘Isn’t this a good chicken? 

Boarder—“It may have been morally, 
but physically it’s a wreck.” — Pitt 
Panther. 


“What’s all the loud talk in the dining 
room, sister?” 

“Father and mother are swapping ani- 
mals.” : 

“Swapping animals?” 

“Yep. She passed the buck to him and 
got his goat.” 


Irate Master (to negro. servant)— 
“Rastus, I thought I told you to get a 
domestic turkey. This one has shot in 
ge 

Rastus—“I done got a domestic tur- 
key.” 

Master—“Well, how did the shot get in 
it?” 

Rastus—“I ’specks they was meant for 
me, sah.” 


American (at Scottish football game)— 
“Why don’t they start? They ought to 
have kicked off half an hour ago.” 

Scotsman—‘“Ay, something serious has 
happened.” 

American—“Not a player taken off ill?” 

Scotsman—“No, worse than that. They 
canna find the penny they tossed up with.” 





“T played golf yesterday for the first 
time.” 

“How did you make out?” 

“Fine! Made a home run right at the 
start. I batted the ball into the tall 
grass in left field and ran around the 
entire course before they found it.” 





It Happened in Boston 


“Look here,” stormed the customer, 
pointing to the tureen, “what is the mean- 
ing of that dead fly in the soup?” 

“T regret, sir,” said the waiter politely, 
“T cannot supply you with the desired in- 
formation. I am only supposed to serve 
the soup, not explain its ingredients.” 

“But a dead fly, man,” persisted the cus- 
tomer, “a dead fly! How did it happen?” 

“T am sorry to say, sir, I have no idea 
how the poor creature met its fate. Pos- 
sibly it had not taken any food for a long 
time, and, fluttering near the soup, found 
the flavor particularly pleasing, and, eating 
too heartily, contracted appendicitis or 
some kindred ailment, which, in the ab- 
sence of an opportunity for the application 
of X-rays and the resultant operation, 
caused its untimely demise.” 





“How’s collections at church, 
Brudder Jackson?” 

“Well, we ain’t nebber had to stop in 
the middle of a collection to go and empty 


the box.” 


your 





3est Man—“Wasn’t it annoying the way 
that baby cried all during the ceremony.” 

Maid of Honor—“It was dreadful. 
When I am married I shall have en- 
graved on the invitations, ‘no babies ex- 
pected.’ ” 


Whose Car? 
When it’s newly washed—Mother’s. 
When it’s just overhauled—Son’s. 
When there’s a dance on—Daughter’s. 


When it needs repairs, fresh paint, five 
new tires and a tank full of gas—Dad’s. 





“Why did you stop singing in the choir ?” 
“Because one day I didn’t sing and some- 
body asked if the organ had been fixed.” 
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Put a Marlin to His Shoulder 
When He Speaks of Shooting 

















‘ 50 years of dependable performance ... the prestige of ular 
Marlin Shotgun Model 43-A approval... all Ses to on a demand to Sister Eoeariae. There’s a 
12 ga. take-down, hammerless, 30 or 32 inch. good profit, a quick profit in every sale. Order your Marlins early. 
Pull choke, 28, inch Modified Choke, ‘or 26 Advertised to 18 million people. Send for Catalog. 
aad Ge ee tee Pe eed In addition to Model 43 shown here, Marlin also makes the 12-Gauge 
ridge Release to remove loaded shells from Hammer, Model 42 and the 20-Gauge Hammerless, Model 44. Marlin 
magazine. Automatic Recoil Hang-Fire Safety makes a gun for every shooting need. 


Device. Double Extractors. Trigger Safety. 


The Marlin Firearms Co., 143 Willow St., New Haven, Conn. 














“HOLD —TITE” 
BOTTLE CAPS 


Wood 
— Screws 


4 Dozen in a package to retail at 











10 cents. 

Faster turnover and bigger profits. Rivets 

A four-color display card goes with Roofing Nails 
h hand kages. They sell ; 
gonad nha ee é Scratch Brush Wire 


themselves right off your counter. 
It’s the package that you’ve been 
waiting for. 
The Caps are made right, packed 
right, and priced right. 





.> ’ 
BRIDGEPORT. CONN. 





THE BRIDGEPORT SCREW CO. 


Write for Prices 
Bridgeport, Conn., U. S. A. 











Representatives: 


Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 


Apex Stamping Company 





Dept EM Riverdale. Ill. G. M. Baird & Co., Memphis, Tenn. 





























The spell of good fishing surrounds Falls City 
Minnow Buckets. The Deep Sea Green is an un- 
failing snare for the eyes of fishermen. 

The years of service given reward the confidence 
anglers who know ‘“‘what’s what’ have always 
placed in them. 

Send for a Sample 











Stratton and Terstegge Company 


Incorporated 
Louisville, Kentucky 
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Why Authorities 
Agree on Good Coffee 


The chefs who preside over the cuisines of our many 
famous hotels and restaurants are unanimous in de- 
claring that freshly ground coffee beans make the 
best coffee. These authorities fully appreciate the 
many chances for adulteration in ground coffee. 
They take precautions accordingly, by grinding 
coffee just before using. 


How the Crystal Coffee Mill 
Is Used 


The same excellent results obtained 
by these precautions can also be 
obtained in the home. The No. 4 
Crystal Coffee Mill provides the 
means of grinding the amount of 
coffee necessary, just before it is 
to be used. 


Why the Crystal Means Profits 
to Hardware Dealers 


A large potential market for these 
Coffee Mills has been created 
through National Advertising. It 
remains only for you to close these 
sales. The No. 4 Crystal will satis- 
factorily serve your customers’ re- 
quirements. 





Write Us for Booklet and 
Display Suggestions 


No. 4 Crystal Coffee 
Mill 
Finished in blue, white or 
black enamel. Adjustable 
grinding burrs, airtight Write us for a quantity of our free 
slass canister and gradu- attractive folders—“6 Rules for 
oe a jp eit, Making Better Coffee.” Distribute 
eatures of real merit. them to your customers—they will 
be interested. We will also be glad 
to send along display suggestions. 


Write Us for Catalog. 
Ask Your Jobber for Prices 





ARCADE MANUFACTURING COMPANY 
Freeport, Illinois 


ARCADE 


HARDWARE 
and TOYS 














Kibitzing 
(Continued from page 45) 


Well, of course, even in this book, there had to be a 
joke on me. I recommended the book to a friend. He 
bought it. Then he called me up on the telephone to 
ask me if I had noticed that my own firm was on the list 
of those who were fined by the Government for misrep- 
resenting one of their products. I looked it up and sure 
enough, there it was. I remember the case, and the 
Government was right. We described one of our items 
inaccurately on the label, pleaded guilty and paid a fine 
of ten dollars. However, we did not know that for just 
ten dollars we would receive such a nice write-up in this 
book. Still, in glancing down the list of other concerns 
who were fined, I find we are in quite respectable com- 
pany! 

* * * 

By the way, Daniel, you must put this book in your 
library. 

x * * 

The object of this article, all about the kibitzer, is to 
explain to my correspondents why their letters have not 
been answered. There is one letter from a hardware man 
in Tampico, Mexico, that I would like to answer because 
it is very interesting; but, my dear friend, you live in 
the land of majiana. I know a delay of two weeks or 
more will not make any difference in your young life! 

* * * 


Thinking of delayed correspondence reminds me of a 
certain occasion years ago when Mr. E. C. Simmons 
wrote a letter to a customer about his account. The col- 
lection department had worked on this account in vain 
and they then passed the case up to Mr. Simmons. Mr. 
Simmons, as so many hardware men know, was a won- 
derful letter writer and he was very proud of his ability 
in this line. Often, when the department men failed, Mr. 
Simmons would write a letter that brought home the 
bacon. 

* * * 

I remember in this case that Mr. Simmons wrote the 
merchant he would expect to hear from him in reply by 
a certain date. The date came and there was no answer. 
Mr. Simmons wrote another, and more pointed, letter. 
To thig there was no answer. Then Mr. Simmons sent a 
telegram asking why this merchant had not extended to 
him the courtesy of a reply to his several letters. This 
telegram brought a reply. The letterhead was that of a 
hardware dealer and plumber. There were a number of 
finger marks on the paper. The reply was written by 
hand and the handwriting looked as if a chicken had 
walked across the paper. This is what the merchant 
wrote: 

“Dear Mr. Simmons :— 

Your several communications duly received. 

I am not discourteous. I just have a job of plumbing on 
hand. I haven’t got a good-looking secretary sitting next 
to me to write my letters, as you have. I don’t employ 
no secretary. 

Now, Mr. Simmons, just between us as man to man, if 
you had to lie down in a bathroom with a candle in one 
hand and a wipe rag in the other, trying to repair a toilet 
and if you had to work at a job like this all day, would you 
honestly enjoy staying in your office all night answering 
letters like yours? No, sir. I am not discourteous, but I 
have been busy repairing a toilet.” 

Mr. Simmons greatly enjoyed this letter and wrote a 
very nice reply. Eventually the account was paid up and 
possibly the plumbing job helped the payment! 

















——— i 
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Weekly Sales and Sales Women 


(Continued from page 52) 


be solicited for business by your sales staff. 

On such items as aluminum, iron, earthenware or 
enameled cooking utensils the housewife has greater 
buying confidence in a woman than she would have ina 
man, says Mr. Ogden. The sales woman can appreciate 
the woman buyer’s feminine point of view. The two 
can swap ideas on kitchenware, swap recipes for cooking 
and discuss on common ground the equipment and op- 
eration of a home. 

A woman selling these items thinks quickly of a hun- 
dred and one small wares or large pieces necessary in 
every home. It is a simple matter for her to think of a 
suitable companion sale to follow each purchase made. 
Such intuition comes natural to her. 

Folks in Ashland buy a large quantity of iron skillets, 
waffle irons, corn bread pans and iron kettles. This line 
has a fairly prominent location in the Ogden store. 
Drinking tumblers, crockery, food choppers, coffee 
grinders, strainers, kitchen sets, tableware, casseroles, 
Pyrex ovenware, egg beaters, small churns and every 
other conceivable piece of household hardware equip- 
ment are found in this department. Every one of them 
is out in the open, displayed in such a manner that you 
can select any item, find it quickly, inspect it and sell 
yourself, without causing much commotion. 

Mr. Ogden is very keen on display tables. He even 
uses them for mechanics’ tools. His housefurnishings 
department embraces the entire second floor, using at 
least three dozen display tables. 

Occasionally the special will be a fancy basket for fruit, 
waste paper or ferns. Such items attract an additional 
class of trade which might ignore the more basic articles 
in the hardware housefurnishings department. 

Electric and water motor washers, gas ranges and 
coal ranges are on display in one section of this depart- 
ment, but were not included in the sales figures given in 
the first paragraph. These heavy items are displayed 
here to stimulate sales. A woman buying a skillet or 
other cooking utensil may be interested in a new stove 
or a washer. The saleswoman can find out very easily 
and if she finds a stove or washer prospect, a demonstra- 
tion is handily made and a sale a likely climax. 

Clothes baskets, brooms, mops, polishes, dustpans and 
miscellaneous inexpensive kitchen articles are displayed 
in the center. In the last classification we have reference 
to glass coffee pot tops, soap shakers, domes of silence, 
wire hooks, thumb tacks, and kindred items which move 
actively, profitably and in large quantities. 


We All Desire Quality 


And after all, when you get right down to it, quality 
is what we all desire. Greatest value per dollar may 
manifest itself in other ways than in lowest initial cost. 
It may mean longer life, smarter style, greater comfort, 


finer flavor, lower upkeep, increased efficiency, better 


service or any one of a hundred other things.—Bottles. 











Low Price 
Junior Type 


ANETTE 


Catalog No. SJ-1 
Sanitary Garbage Receiver 





Get ready for big business on the finest low-priced kitchen 

can ever produced. Has more exclusive selling features ° 
than any other can at anywhere near the price. Retail 

price of $1.75 makes every home a prospect. Display 

with the larger nationally advertised Standard Type 

Sanette, approved by Good Housekeeping Institute. — 


Meets the Demand for a 
Popular-Priced Kitchen 


Refuse Container 





i Display Sanette Junior and 
tr. F Standard Types. Junior meets the 
low-priced demand (price $1.75) ; 
Standard satisfied the better-class 
trade (price $3.25). Both keep 
ine eo the sink free from refuse and save 

: many steps. Both have specially 
designed tight-fitting covers which 
“ keep the cans odorless and fly- 

\ “ proof. ; 
_ Outer container finished in beau- 
tiful snow-white enamel, baked on; 
inner pail is removable and made 
tf substantial leak-proof galvan- 
ized steel. 















STEPON 
B TORAISE 





Attractive Discounts 


Sanette time is here! 
Ordey from your jobber or 
send coupon for liberal dis- 
counts from retail price of 
$1.75 (slightly higher in 
western and_ southern 
states). We will include 
details of free advertising 
co-operation. Master Metal 
Products, Inc., 309 Chicago 
St., Buffalo, N. Y. In Can- 
ada: Master Metal Prod- 
ucts, Ltd., Bridgeburg, Ont. 





Master Metal Products, Inc. 
309 Chicago St., Buffalo, N. Y. 


Send full description and lowest discounts, also details of advertising 


helps, on 
C] Sanette Junior 


C] Sanette 
RE NE SSS id oa e.c eck dpa dae'seweaalins.vccewaee eee wee Mhthee cei chien 


NY ahs oa ets oe orn CaS is ee Ss we pd ened eeees wes Rees occ 
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Door Bell Transformer 


S-53 Empire, Jr. for 6-8 volts and S-54 Empire 
3-circuit for 6-12-18 volts. Assembled in heavy 
black metal cases. 


Money Makers 
for You 


Generous margins of profit, plus 
lower prices to the consumer and top- 
notch quality products, make the 
Empire line a steady source of real 
profit. It builds your reputation for 
giving good values and that makes 
regular customers. 

A complete line is offered: Perco- 
lators 2 to 12 cup sizes; waflle irons, 
grills, griddles, irons, and other pop- 
ular electrical appliances, including a 
non-competitive group of electric 
steam engines and electric ranges. 

You will also appreciate our fair 
deal policy of protecting the legiti- 
mate trade. Our catalog should prove 
of interest to you. Send for it. 


Electric Grill 


S-52Grill and Toaster Stove 

vy gauge steel, highly 
nickel plated. Completely 
insulated foams table. Ebon- 
ized handles, stan- 
dard 6-ft. cord and plug. 


METAL WARE CORPORATION 
Sales Office: 111 W. Washington St., Chicago 
Factory: Two Rivers, Wisconsin 





Women Know 


and Want This 
Ice Box Set— 


They saw it advertised in their favorite maga- 
zines—appreciate its help—and want a set. 
Let them see it in your store and they will 



































buy. Or use it to offer a set free with each 
ice box sale. It will quicken your turnover. 
thick aa, patented, dhe 
ae aigtelayeiote 
NSTC ME ACD ene, cates, stack snugly. 30 a5, £0 Strongest 
jor ae be used for serving on your Possible 
Ice Boxes facie 7410 PREMIUM 
f “ 4413412“ |" 
ALL FOR ONLY 
<> When sent by mail in U.S. add 30¢ <> Item for 
oe 9 Selling 
90s oe cmaes ose oS eco Refriger- 
ators 











Advertised in 
Women’s Magazines 


Good Housekeeping, Woman’s World, Better Homes 
and Gardens, and American Cookery have told thou- 
sands of women about this set. Every housewife 
with a cramped and crowded refrigerator wants it. 
Quick and profitable seller. 21 sets in a barrel. 


Order through your jobber or write direct for 
discounts. 


SPACE SAVER DISH CO. 
205 W. Madison St., Chicago 





What Price Local Improvements ? 


(Continued from page 54) 


float bond issues that would find a ready market among 
persons of large income because of their tax free feature 
has been too strong to be resisted. ‘“Thus,” we quote 
again from National Industrial Conference Board 
figures, “while total taxes collected by all governmental 
authorities in 1925 amounted to $7,891,000,000, total 
expenditures reached $11,124,000,000, or more than three 
billion dollars more than taxes collected . . . In 
the fiscal year 1925 State and local expenditures reached 
the highest point in history. When Federal expendi- 
tures declined $356,000,000 from the 1924 figures, State 
and local expenditures increased nearly $500,000,000.” 

Obviously, the pay-as-you-go theory of conducting 
public business meets with small favor. We mortgage 
the future. In many cases this is logical and necessary. 
Large improvements of permanent character seldom 
would be made if their cost had to be borne all at once; 
so, we buy them on the installment plan. Tax rates 
then reflect interest and amortization on the sums realized 
immediately by bond issues. 

This system is businesslike. It has, however, the 
defects of other installament buying, one of the chief of 
which is the purchaser’s failure to recognize the ex- 
tent of his obligations until they have mounted embar- 
rassingly high. And it has not the saving grace of the 
individual purchaser’s limited income. There is no fixed 
limit to the public income. There is, true enough, a 
point beyond which raising the public income will be 
ruinous to the individuals who provide that income; 
but it is a point so far in the hazes of distance that the 
taxpayer does not discern it, or even recognize its ex- 
istence. 

We are a wealthy nation. Our national income has 
mounted fast. The purchasing power of that income 
has been rising steadily for several years. It still is 
rising. We take it as an assured fact that it will con- 
tinue to increase indefinitely. Perhaps it will. But 
public expenditure is not taking into consideration the 
possibility that perhaps it won’t. We are borrowing 
comparatively cheap dollars with the date of repayment 
so far away that we can only guess at the value of the 
dollars with which we must repay. 

We see no signs of a slackening in public expenditures, 
especially in the county, city and town classifications. 
The trend is upward. We are keeping up with the 
Joneses. Whether we can afford it or not we believe, 
like all good Americans, that the best is none too good 
for us, and when Amitytown buys itself a new athletic 
field we go and do likewise, regardless of the differences 
in purses. 

The merchant is a powerful factor in local govern- 
ment. He could be a more powerful one if he chose. 
If he would only realize how much- possible cash is 
withheld from his coffers to pay taxes, and how consid- 
erably the amount thus withheld is increasing, he might 
try to do something about it. We think it is time he did; 
that he refuse to be drugged by accounts of Federal tax 
reduction and fallen expenditure and see what he can do 
about the taxes which fall directly on his customers. 








Browning, the famous English poet, was supported by his 
father long after he became of age, which allowed him to devote 
all his time and energy to his writing. He remarked upon this 
fact many years later, saying, “It would have been quite un- 
pardonable, under the circumstances, not to have done my best.’ 
So it would, and this is the unpardonable sin: not any particular 
act of wrong doing, but not doing our very best. Truly the time 
to be at one’s best is all the time. 
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‘Thee Retailer and the High Cost 
of Distribution 


VERYONE knows that the cost of distribution is 

high; no one seems to know exactly who is to blame 
for the condition. Recent articles in journals devoted to 
the economics of distribution, and the publication of a 
few outstanding books devoted to the same subjects, in- 
dicate a revival of the old battle between the manufac- 
turer and the department store, each determined to clear 
itself of the responsibility. 

In the period immediately succeeding the violent de- 
flation of inventories and prices in the fall of 1920, there 
was a corresponding stimulation of claims and counter- 
claims between these two factors in the larger marketing 
scheme. The department stores, taking up the cudgel 
for all retailers, claimed that the high cost of distribution 
was in no sense their fault. The manufacturer shrugged 
his shoulders, and said that the answer must be found 
with the retailer. The government tried to get at the 
root of the evil—if evil it be—but arrived nowhere. A 
year ago there was a meeting of all parties under the 
wing of the United States Chamber of Commerce, and 
some very illuminating facts were revealed. 

But today the battle is on again, and, unfortunately, 
not through dispassionate and impartial investigations, 
but through ex parte attacks by the one faction or the 
other, using the class journals, the magazines of the in- 
telligentzia and pretentious cloth-bound tomes. It looks 
as though an organized campaign had been launched by 
one of the parties to bring the other into public dis- 
credit. If this be continued, the attacked party will in- 
evitably respond in kind. And then look out, for the 
fur will fly. And the result will be, not a reasoned solu- 
tion to a concrete problem, but antagonism between the 
elements of merchandising which ought to work to- 
gether in harmony, and—worse—confusion, suspicion, 
distrust in the public mind. 

Advertising comes prominently into this exchange of 
1ecrimination. The advocates of the retailer claim that 
extravagant methods of advertising, as a part of the 
high-pressure system of distribution, contribute largely 
to the unnecessarily high cost of goods to the con- 
sumer. On the other hand, they offer a persuasive case 
to attempt to explain away the retailer’s share of the 
high distribution cost. 

This so-called “indictment” of advertising has been 
dealt with so often and so conclusively that it is hardly 
worthy of being dignified by further discussion. The 
point is that those who levy the charge will gain noth- 
ing, lose much, by continuing these attacks. It is unde- 
niable that there is a problem. It is true that big retail 
establishments have been crowded in recent years by the 
seemingly unavoidable pressure put upon them in order 
to maintain or increase a none too large margin of profit. 
It is true that the manufacturer has been forced, through 
keen marketing competition, into an involvement of addi- 
tional marketing expense. It is difficult to place the 
blame where it belongs. And yet, to say that either has 
suffered monetarily is not to tell the whole truth. The 
efficiently managed department store has grown tremen- 
dously. Big national manufacturers and merchandisers 
have likewise prospered, many of them magnificently. 

Behind the problem is a social, an economic transi- 
tion, not yet fully measured nor understood. The new 
public demands much from both retailer and manufac- 
turer, competition becomes more intense whether we like 


(Continued on next page) 
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PILGRIM 


Dust Proof Oil 
Interchangeable 


| OST lawn mowers look good 

when you sell them—but the 
one that is godd under the paint is 
the one that will bring its purchaser 
back again for other hardware pur- 
chases. 


Blair lawn mowers are good all the 
way through. They are truly rep- 
resentative of sturdy New England 
craftsmanship. 


Ask your jobber about the 1928 
Blair line, or write us for a catalog. 


Blair Manufacturing Co. 
Established 1879 


Springfield, Mass. 


BLAIR 


LAWN YN MOWERS 










Eleven Inch Wheels 
Five Blades, 
Timken Roller Bear- 
ing Cylinder 


Cups 
Parts 
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"GEM" 


Adjustable 
RADIATOR SHIELDS 


Gems of attractiveness. Gems 
of convenience — adjustable. 
Popular sellers that meet mod- 
ern needs at moderate cost. 
8 popular sizes, gold-bronze or aluminum 
finish. Adjustable to radiator top widths, 
6” to 13”; lengths, 11” to 65”. Retail at 
$4 to $7. Beh & Co., Inc., 1140 Broadway, 
New York, N. Y. 


Buy from Your Jobber 































TO THE TRADE: 

Forty-five years in business of constant, faithful 
service—that’s our record. 

We now have a staff that will enable us to offer, 
in conjunction with our regular line, more bar- 
gains in Job Lots, Close Outs, and render better 
service than ever before. 

Write for our catalog and supplements of real 
live merchandise. 


Wholesale Exclusively 
Hardware, Mechanics’ Tools, Cutlery, Auto and 
Radio Accessories 


CHAS. WEILAND, INC. 
147-149 Chambers St. New York City 














Every Housewife Wants 



















One look at this attractive, sturdy pan, 
with its long handle that saves bend- 
ing, is enough to sell any woman. 


And it’s the only nationally advertised 
article of its kind on the market. Polly 

Prim 
Polly Prim is made of strong steel, 26 I 
finished in black or blue enamel. The Dust 6 nch 
black pan retails for $1.00—the blue Pan Handle 
for $1.25. Our plan offers. you a Sa 
liberal margin of profit. Write for ves Work 






details today. 


Patent Novelty Co. 


Incorporated 


Fulton, Illinois 


“The Fulton Line” 


Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire. 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 
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| it or not, and compels both to offer the customer more 


service and yet more. To get at the real truth these 
basic conditions must be deeply probed. When students 
with no axes to grind take the subject in hand, the re- 
sultant conclusions show that the trouble travels in a 
circle. How it can be curbed, if it can be, has not yet 
become apparent. The only conclusion that may safely 
he asserted is that attacks and accusations, launched by 
either side in an attempt to clear its own skirts, avail 
nothing. Let us have done with contentious controversy, 
resulting in nothing more profitable than the display of 
soiled linen on the communal wash line. 


—Western Advertising. 


The Four Little Devils 


There are four little devils that wander about, 
And camp on a poor salesman’s trail, 

They never think much of the fellow that wins, 
But they’re strong for the fellows that fail, 

They come well equipped to give you a fight 
With harpoon and pitchfork and cane, 

They cuddle up near, say nice things in your ear, 
“But they’re devils—Look out! Just the same.” 


The first little devil commences his work 
As soon as it’s getting-up time, 

He whispers “Roll over—go on back to sleep, 
You can’t see the buyer ’til nine.” 

And he tries to convince you that you're but a fool 
To go out and hustle and strain, 

He’s a plausible chap—Preaches “Don’t give a rap,” 
He’s a devil—Look out! Just the same.” 


The second red devil unloosens his tongue 
Before you are close to half through, 

He says “Go to dinner—you’re working too hard, 
There’s no use from eleven ’til two.” 

If you listen to him, you’re but fooling yourself, 
And helping competitors gain, 

He carries a smile, has a tongue full of guile, 
“He’s a devil—Look out! Just the same.” 


The third little devil is oily and suave, 
And bides his good time to commence, 

And he waits for the time that the orders come slow 
And thinks that you won't take offense, 

When he whispers so sweetly along about four 
“Let’s knock off, let’s call it a game.” 

It may sound awful nice to be through in a trice, 
“He’s a devil—Look out! Just the same.” 


The fourth little devil is the worst one of all 
And he smiles in a devilish way, 

When he finally tells you that Saturday’s yours, 
Should not work—just a plain loafing day. 

And he knows very well if you listen to him 
That you’re bound to lose—cannot gain. 

It’s the easiest way, but never will pay. 
“He’s a devil—Look out! Just the same.” 


The four little devils sit on a fence, 
When it comes to reckoning day, 
And they laugh and they dance in their devilish glee 
At the price they have forced you to pay. 
When temptation points to the easiest way, 
Take the hard road that leads up to fame. 
The thing that’s alluring can ne’er be enduring, 
“They’re devils—Look out! Just the same.” 
—R. L. James. 
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Sporting Goods Manufacturers: 
Is Your Advertising 


GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 
profitable to handle. 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 
will “go over” when you address it to the 
hardware dealer through the paper he relies 


on for buying information—Hardware Age. 
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CORBIN locks and hardware have 
proven their supremacy under varied 
conditions. The best material plus 


CORBIN workmanship means— 


Strength, Security, Service 
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No. 01820 No. 3080, 
Friction Catch + Elbow Catch 


Miscellaneous Hardware, Trunk and 
Suit Case Fittings, Key Blanks, House 
Letter Boxes, Home Saving Banks, etc. 
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Illustrated circulars sent upon request. 
Ask your jobber, or write us direct. 


CORBIN CABINET LOCK CO. 


THE AMERICAN HARDWARE CORPORATION :: Successor 
NEW BRITAIN, CONN., U.S.A. 
NEW YORK CHICAGO PHILADELPHIA 
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Frompt Dehvertes are 
Important in every 
Industry where 

Screws are used / 


Carrying large and com- 
plete stocks of screws not 
only in its Providence 
plant, but in Chicago, the 
American Screw Com- 
pany can make prompt 
deliveries in any part of 
the country. 


} Prompt delivery is only one 
of the advantages derived 
from dealing with the largest 
plant of its kind in the world. 
Our booklet “Wood Screws” 
describing the development 
and manufacture of screws is 

— interesting reading. A copy 
= will be sent free on request. 


woop screws _W "Me MACHINE SCREWS 
TIRE BOLTS 


PELL), 


$ 4 
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LJ 
Py 
% 
Zs = 


AMERICAN SCREW CO. 


PROVIDENCE. R..I1.U.S.A. 
“Post It Together With Screws 7 
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American Steel & Wire 


ly jLIDDEN 2X ig 





Unparalleled 


Dominance 


Barbed wire was originated by the American Steel 
& Wire Company. Common-sense tells you that 
the company originating barbed wire would also 
be the first to develop qualities uniformly to be 
relied upon: high tensile strength; regularity of 
twist; firmness and sharpness of barbs, 


BAKER PERFECT 
Trape Mark 


Baker Perfect Two-Point Barbed Wire 
The only genuine, original Baker Perfect Brand. 
Its outstanding popularity of thirty years has held 
its leadership in sales, Sell your customers the 
true, authentic Baker Perfect brand and show 
them the registered trademark on the spool. 


Waukegan Two-Point and Waukegan 
Four-Point Barbed Wire 
Universally recognized for its incomparable high quality. Put 
up on red spools under the registered trademark, “Waukegan 
Chief” Indian head stamped on every 
spool. Our other celebrated brands are 
Elwood-Glidden, Elwood Jr., American 
Special, American Glidden and Lyman 
“4-point.” Each in its own field stands 

for quality and excellence. 


Write for Catalog and Prices 


The distinctive selling features of our 
barbed wire make it sell more readily, and 
draw extra business in repeat sales. 


American Steel & Wire 


Company 
Sales : Chicago, New York, Boston, Cleve- 
land, Worcester, Philadelphia, Pittsburgh, St. 
Louis, Buffalo, Detroit, Cincinnati, Wilkes Barre, * 
Baltimore, Kansas City, Minneapolis, St. Paul, 
Oklahoma City, Birmingham, Atlanta, Memphis, 





























Dallas, Denver,Salt Lake City, U. S. Steel Prod- peSesiees 
ee ag San Francisco, Los Angeles, Portland, 4(— 434 
ttle. 




















Read page 43, 
Catalog No. 95, 
or write for more 
facts today. 








WENTY years ago we designed Allith 

No. 2 for not only sliding heavy doors 
but for carrying boys, too—you couldn’t 
keep ’em off on rainy Saturdays when the 
old barn was the neighborhood playground, 
gymnasium and circus all in one. 


Today the barns are gone, but we still have 
the boys—boys who ride the doors on rainy 
days like their fathers used to do. 


Let ’em ride. What’s the difference? They 
can’t sag the heavy, high carbon steel round 
tube track with the slot in the back for 
holding the extra number of brackets we 
furnish. 


They can’t break the one piece “certified 
malleable” hanger that’s ribbed and trussed 
for double strength and that has no rivets 
or bolts to break 6r loosen. 


They can’t throw the upper roller bearing 
wheel, with its grooved and machined turned 
tread and hardened steel axle, off the track. 
Aud they can’t bind, stick or throw the 
door out of line because the extra guide 
wheel, working directly beneath the upper 
wheel, makes this impossible. 


We originated Reliable Round Track 
Straight Sliding Door Hangers—and we’re 
proud of it. They satisfy exacting archi- 
tects; they save erection time for contrac- 
tors and builders; they make the owner for- 
get his door even slides on hangers. 


ALLITH-PROUTY COMPANY, Danville, Ii. 


Manufacturers of 
Spring Hinges 
Overhead Carriers 


Rolling Ladders 


Garage Door Hardware 
Door Hangers 


Fire Door Hardware 


Allith-Prouty 
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Bath Room Fixtures 
Appeal to All 


The dealer who carries a fairly good stock 
of RINcCe Fixtures need never worry about 
pleasing his trade. The RINGO Line 
answers every requirement for good-look- 
ing fixtures that wear. Solid brass for the 
base and heavy nickel finish are a combina- 
tion that will satisfy the most critical. 


And designs! Our catalog describes over 
300 different ones, each with a distinctive 
appeal. 

Send for it. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 


San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 




















Increases Shower Luxury and Neatness— 
Reduces Flooding Hazard 


3uilt-in showers are luxuries, and everything that adds to 
their beauty, comfort and conveniences wins the demand of 
luxury users. The Zouri Shower Bath Door is an improve- 
ment that all shbwer-bathers will welcome. It gives a touch 
of distinction to the bathroom by its simple elegance of 
design, and bright, cheery appearance. 

















Zouri Shower Door Frames are fabricated of Extruded 
Bronze in either polished bronze or duplex nickel plate finish, 
or of Extruded Nickel Silver and enclose a plate of clear 
glass. They protect bather from draught, yet provide ample 
ventilation. They confine splattering water, keeping the bath- 
room neat and protecting the walls and ceilings. 














Zouri’s long record of satisfaction in the store front field is 
your guarantee of prompt delivery and excellent work- 
manship. 


Let us send you our free circular, “Shower Suggestions,” 
and any further data you require. 

















prompt delivery Zouri Drawn Metals Company 


2’ Wide x 6’ high 


~- wae “4 . _ Factory and General Offices 
With or without grille. 1608 East End Ave. Chicago Heights, Til. 


Special sizes made to order. 
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Casement Windows'"stay put with 


= 


hte Monarch 
Control Lock 


—,and it creates sales that “‘stay put’’ too. 


Your greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every aay, - 


with dealers everywhere, because a sale is a sale, not 
the beginning ofa seriesof service callsthateat up profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No special 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for 
installation. Furnished in a variety of finishes. 


ete 
The MONARCH Automatic Stay 


> for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take apart 
to make adjustments or install. Fric- 
tion increased or decreased by slight 
} turn of outer tube. Furnished in any 


| finish desired. 
Write or Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
owe it to yourself to get the facts now—before the building 
season starts. 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 


Makers of the famous 
« Monarch Interlocking Self-adjustring Weatherstrip y, 
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(GRIFF IN Butt Hinges 
are made.to conform to 
and harmonize with 
every scheme of mod- 
ern architecture and 
interior appointments 


RIFFIN 


ERIE, PENNSYLVANIA 
oan yanch Offices__., — 


CHICAGO, 555 W. Randolph St. 
BOSTON, 124 Pearl St. 
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Double Acting Pantry Floor Check 
No. 10 and No. 15 


This check was especially designed for Pantry Doors, Gates 
in Office Railings, etc.; it brings the doors quietly to rest 
at center without any of that nerve wrecking “Flip-Flap.” 

Can be furnished either with or without AUTOMATIC 
DOOR HOLDER. When opened to 90 degrees it auto- 
matically holds the door in that position so that no extra 
holder is needed. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 





A real substantial 
Brass nozzle _ that 
sells quickly — ten 
in a handsome 3 
color display box. 


Mueller 
Red Band 


Hose Nozzles 


Four exclusive features: 


1—Made of Forged Brass 

2—Equipped with Mueller 
threaded Neverlose Hose 
Washer 

3—Nickel finish 

4—Trademarked with a red 
band of “Duco” 





If your jobber can’t 
supply you, order 
irect from us. 


Mueller 
threaded 
Neverlose Hose 
Washers are put 


up in packages Three Generations of 
for the retail 


trade. Brass Making 


Port Huron, Mich. 





Business Is Good 


for 


STEINMAN HARDWARE CO. 
LANCASTER, PENN. 


BECAUSE they properly display their merchan- 
dise on Heller equipment. 

Having successfully helped thousands of Hard- 
ware dealers make more money, prompts us to 
urge you to write us about your merchandising 
problems. No cost or obligations to ask for and 


receive our suggestions. 
MAIL THIS TODAY 











700 Bryant St., Montpelier, Ohio 
W. C. Heller & Co. 20° Vesey st.” New York’ Cite 
NEE i ionvkny san 5dabsete.ste k0cnbandeaheseesaeees 


8/11/27 Hdwe Age 








Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

_Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

— Order Houses handling hardware and housefurnish- 
gs. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. ery sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was blished there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of great value in 
“checking’”’ thetr retail prospect records. 
$12.00 postpaid 
Hardware Age Verified List Department 
239 W. 39th Se. New York, N. Y. 
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BABCOCK SPRUCE LADDERS 





. 








Manufacturing Hand Split and Hand Shave Rungs from the Log. Absolute Straight 


Grain and Safe. 


Write for Circular and Price 


W. W. BABCOCK CO., BATH, N. Y. 


No Cross-Grain or Doty Rungs Used in Babcock Spruce Ladders. 


We Pay Freight 














Do You Know How to Judge GLASS? 





AMERICAN WINDOW GLASS C 











World's Largest Producer ot Window Glass 


Bry |" 
GENERAL OFFICES: PITTSBURGH. PA. .BRANCHES IN PRINCIPAL CITIES PA BEST “4 









Send for this Handbook and learn how to 
distinguish one quality from another so that 
you can specify grades with a complete un- 
derstanding of the product and with assur- 
ance that the building owner will receive a 
full measure of value. 


This interesting textbook also tells how glass 
was discovered, how it was made throughout 
the ages and finally developed by the various 
processes in operation today. A copy should 
be in your file for ready reference together 
with our new “Complete Window Glass 
Specifications” now ready. 





AMERICAN Winvow Grass Co., 

Specification Bureau, 

Pittsburgh, Pa. 

Kindly send me your 112-page book 
0 “Window Glass in the Making” and your 
(0 “Complete Window Glass Specifications.” 
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= Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 
Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kamsas City 

















“Mioe’s Line” is a distinctive and complete line of Poultry 
Equipment. Moderate in price, and popular with poultry raisers. 


Quality the best. Write for Catalog and prices. 


HOEFT & COMPANY az 


2305 Davis St. North Chicago, Iil. Classified Adver- 


tisement being in- 
serted in Hardware 
Age, it must reach 
us nine days be- 
fore the date of 
publication. 


That is the final 


J aceeptance date. | 
Hardware Age 


239 W. 39th Street, New York City 
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NEW “YANKEE” 
BIT EXTENSION No. 2150 


Stands Abuse and Follows Through 
Bits Will Not Loosen and Pull Out in Work 


CANNOT JAM—A Yankee feature prevents jamming of bit in socket. 
NO JAWS to break. The square shank is held firmly by socket. 


WILL FOLLOW AN 11/16” BIT, OR LARGER 


The unique construction of this tool is at once recognized by electricians, carpenters, 
plumbers and all mechanics who use bit extension. It is nickel plated throughout to prevent 
rusting, with high polish on sleeve, giving it a fine appearance. 


oe Show your customer the “YANKEE” Bit Extension with the ‘ YANKEE” Brace No. 2100—a combina- 
tion of the two finest tools of their kind. 


Your Jobber Can Supply. NORTH BROS. MFG. CO., Philadelphia, Pa. 
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atl 
Sell More 


What's the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary? 


{In the ATLAS line of Tacks no 
difference in sizes of less than 
1/16” are necessary. 

And only styles that have proved 
salable are manufactured. 

These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 
are guaranteed every customer. 


Send for Complete Catalog 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks and Small 
Nails in the world. 


Established in 1810 








Chair 
Tips 





No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of 
rocking _ chairs. 
Durable and easily 
fitted to the rocker. 


Catalog, prices and 
terms on request. 





Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 


No. 13, % inch 








©) 






HE Nation-wide use of “COMMER- 
CIAL” Annular Ball Bearings is 
due to two outstanding features— 
low cost and exceptional value. The 
famous three-point contact design permits the 
use of a large number of balls. 


Op) Commercial (GD) 


Send for [Illustrated Catalog, 
Discount Sheets and Samples. 


THE SCHATZ MANUFACTURING COMPANY 


> aaa New York 
@) 























O) 








Must Pass 
16 Inspections 


There is no guesswork in 
the construction of COES 
Wrenches. In the process 
of manufacture, each 
wrench is subjected to six- 
teen rigid inspections. 


When you sell a COES 
All-Steel Wrench for heavy 
work, you have good reason 
to believe it will do the 
work to the complete satis- 
faction of every customer. 
Sizes: 6 to 21 ins. 


All leading Jobbers carry the 
(OES. 


Coes Wrench Co. 


“In business since 1841” 





Worcester Mass. 

Selling Agents 
de G, MERE GG eo boo cceds aeses 253 Broadway, New York 
JOHN H. GRAHAM & CO......... 113 Chambers St., New York 
FENWICK FRERES........... 8 Rue de Rocroy, Paris, France 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made By a tented 
process we increase the density of steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 


deep, perfectly-formed socket-holes—no in 
the bottom. e entire as pt the is 
utilized either for solid metal at the onl 
for the wrench. All sizes in stock 


! in.; an: 
length, point or thread. Also Socket- Head Coo Cap tort tas Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tiie##5i2 Soa: 











CRACKPROC IF 














garden hose 
ie 





PIONEER RUBBER MILLS 


Repidly becoming the world’s largest manufacturer of gerden hese. 


New York Chicago San Franeisce 
Seattle Tacoma Portland 
Salt Lake Denver Les Angeles 








Russell Jennings 
Auger Bits 









. Patented 
my Mr. Russell Breas 
Electricians in 1855 
Auger Bit 
Quick Boring Thread 


Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 





Belt Punches Arch Punches 
— Punches Revolving Punches 
varied and attractive line for the Hardware Trade. Also: 


sess Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


Tools. 
The above tools will eS | your customers, as well as our 


famous Round and Oval 
Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 


finest onlay of materials 
We stand back of every tool we make. Try us. 


Write for Catalog 
Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








PAINE TOGGLE BOLTS 


“The Most Practical Toggle” 
The — with the “Spring “eo 


ANY STYLE HEA 
ANY LENGTH BOLT 


Nickel Plated or Galvanized. 
Having Tried the Rest 
NOW—BUY THE BEST 
Simplest and Quickest 


Samples on request. 
No charge. 


The Paine Company, 2951 Carroll Ave., ena Til. 
79 Barclay St., New York City, New York. 








Stock Carried { 915 Bryant St., San Francisco, Calif. 





IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mase. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 








Instantly popu- 
lar—the fastest, 
universally use- 
ful wrench for 
the motorist. 
Keystone qual- 
Ne. 555 Keystone Soc-Kit ity. List price 
$2.00. 





? Keystone 
Mfg. Co., 


Buffalo, N. Y. 


Sales Agent 


q Surpless, 
Dunn & Co., 


Ea New York, 
e Chicago 

















Makers of Every Kind 
of Screw, Nut and Bolt 
The Corbin Screw Corporation 


The American Hardwere Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayten, Ohie 








ARMSTRONG 
BROS. 








Sell 
PIPE CUTTERS 
of Quality! 
Good mechanics prefer them for maximum 
satisfaction. Write for new Catalog. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U.S.A. 
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FOR SALE THROUGH ANY GOOD WHOLE- 


W. ROSE 


Pointing Trowel No. 75 














of service to your customers that means 
more sales to you. Write for Catalog 8-A-B. 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 
518 Terrace Buffalo, N. Y. 








fe 53] 
HS 


Domes of Silence Division 
HENRY W. PEABODY & CO. 







SALE HOUSE 
abo eg Especially useful for laying tile, it should be 
Silas Aésite displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 
; a DOMES of SILENCE ceseepnee 
The Perfect Furniture Footwear > 
| WIRE BAA G 
PRODUCTS Stores Average Front. + Zo 
Gross A Day  cicner MEOTOLS. 
“Buffalo” Quality Standard Hardware WHEN THEY — 
Grade and “Buffalo” Special Hardware — 4 
ipwheaaicsen Sher ger te ke ‘DISPLAY OUR CABINET ge=sea== 








Better 


Machine Screws 


Regular and Special. 


Complete stock of 
Standard Sizes. 


Prices on Application. 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN, U.S.A. 


NEW YORK, N.Y. 
30 CAST 4252 ST. 














This Handsome Metal Display Cabinet 
| Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 
CORP. 


Dept. HA-6 
Niagara Falls, New York 





The Premaz Houseful 
creates sales and 
keeps your stock of 
numbers clean and 
orderly. 




















BANKS = 








SEE THAT YOU|| | 
GET IT gil- 


BEWARE OF _,..W 
IMITATIONS ~ 
















(Fes. us mar OFFice) 
4 POSTS TO A SET 


»'*% REMOVABLE STEEL CLOTHES POSTS 
. FOR WASH DAY 


If your Jobber can’t supply you, write for folder describ- 
ing Banks (Patented) Removable, Green Enameled, Orna- 
mental Clothes Posts, Pulley Poles and Flag Poles. 

Made of the highest grade Carbon Steel Tubing obtain- | 
able. The “Ace of Clubs Top,” our Trade Mark, identifies. 
Prices within the reach of every home owner. 
than wooden posts and will last as long as the house. | 

We also have a Patented Parkerized Process, absolutely j 
Rust Proof clothes post. Not subject to weather or age and f 
retaining its bright gray or green finish. Write for prices. sw 


Banks Steel Post Co., 128 Wakeman Ave., (North) Newark, N. J. \ ye 








Cost less 
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Classified Opportunities 





BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








Retail Hardware for Sale 


FOR SALE—Hardware business paying 15% on invest- 
ment; favorable, long term lease; no competitors near; 
established four years; large subdivision is building up 
just beyond this location; the owner is selling because other 
interests require his time; inventory of stock and equip- 
ment at cost buys this bargain; buyer can also purchase 
equity in building on attractive basis; brick building, 34 
feet window display front and side; floor space 65x30; 
basement 70x40 with elevator; floor space 50x10 occupied 
by tenant; steel ceiling; painted walls; 100 feet shelves; 
25 feet paint rack; 80 feet counter; hot heat for entire 
building; good light. 

Second Floor—Apartment, four sleeping rooms, one bath, 
kitchen, dining and living rooms, four office rooms facing 
on Bailey Avenue, lot 40x181; three-car brick garage; for 
— on basis to net 15% on the equity of $15,000; terms 
cash. 


H. E. RUPP, 3306 Bailey Avenue, Buffalo, N. Y. 











WE WILL PAY CASH 


for discontinued or surplus finished products such as 
Hardware—Tools—Cutlery, etc. No quantity too large. 
Wire or write if you have anything for disposal. 


DIXON HARDWARE CORP. 
294 LAFAYETTE ST., NEW YORK CITY 













Se 


HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
EVERY, APPLICANT, INVESTIGATED 
FOR TEN TI L 


WEEKLY 8 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 





1138 W. 42nd Street Bryant 7374-5-6 
M. Herbert Godschalk—Director—Hardware Division. 
f= = 








Salesman with large acquaintance among Hardware 
Cutlery and Paint Jobbers, Premium, Mail Order and 
Syndicate Trades, desires to establish himself perma- 
nently with a reliable manufacturer. Have over 20 years 
successful selling among trades in all territories. Age 
41, married, pleasing personality. Address Box H-621, 
c/o HarpwareE AGE, New York. 





Good hardware men are hard to get because they are always employed. 
Here’s one A-1 hardware man who wants to make a change on account 
of circumstances over which he has no control. If you are in need of 
a real honest-to-goodness hardware man who knows the business and can 
produce results—wire me. I shall expect a real salary because I. am a 
real hardware man. Prefer — work as an executive. E. B. Henderson, 
403 Arnold Ave., Greenville, Mississippi. 











* 
New York Opportunity 
SALES ENGINEER, thoroughly acquainted with machin- 
ery, hardware, and allied trades, wishes to hear from 
manufacturers seeking Greater New York representation. 


Address Box H-639, care of Hardware Age, New York 














Plane tools and equipment for sale. A complete set of tools, dies, jigs, 
fixtures, patterns, match plates, machinery, etc., now being used to 
manufacture 9” and 14” Jack Planes, and single and double end Block 
Planes, can be had for reasonable price. Machinery and Equipment in 
perfect. working condition. Manufacturing diverse line necessitates giving 
up this end of business. For full information and price, write Box H-629, 
care of Harpware Ace, New York. 





Old established hardware store for sale. Invoice around $10,000. In 
business over forty years in same building. Town of 2,000 located in 
good farming community on three Railroads in Northern Indiana. An ex- 


cellent business opportunity. Reason for selling, senior member of firm 





died recently. Address Box H-637, care of Harpware Acz, New York. 
CASH CARRIER SYSTEMS: TWO LAMSON (Syracuse, New 
York) Overhead Airlines, new in 1925; ready for setting up, complete 


with carrier-boxes, pulleys and landing-posts. Lines adjustable to any 
length wire. Bargain. Building being wrecked for Subway. Address 
THE FRANCIS ‘3 WITTE HARDWARE CO., 108 Chambers Street, 
New York. Telephone: Walker 2490. 


IT WILL PAY YOU to investigate; we offer Finanical Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 


For Sale: 
in one of Washington’s largest cities. 
Stock and fixtures invoice $22,500.- 
117 Cherry Street, Seattle, Wash. 








Clean hardware housewares, electric goods, and* paint stock 
Business is growing each year. 


Address CHARLES MULLEN, 





For Sale. Hardware and Furniture Store in West Virginia in rich oil 
and agricultural section. Only Store of kind in Town of one thousand. | 
No competition within ten miles. Low Rent. Invoice Stock and Fixtures | 
about $16,000. Address Box H-635, care of HArpware Act, New York. 


HELP WANTED 











FF 
Wanted — Experienced Hardware Men 


Quotation Men. Esti- 
Clerks, Packers, 


Men of proven ability—Salesmen, Managers, 
mators, Stock Clerks, Order Clerks, Shipping 
General workers and all office help. 

ABBYE EMPLOYMENT AGENCY, Inc. 


Remington Building 
113 West 42d Street Bryant 7374-5-6 


M. Herbert Godschalk, Director—Hardware Division 











oi 








AVAILABLE SEPTEMBER FIRST. Experienced retail hardware 
executive with successful record of seventeen years, desires new connec- 
tion. Has managed business doing $250,000 annually in mill supplies, 
housefurnishings, shelf hardware and specialties. Student of ern 
merchandising and display methods. Metropolitan territory preferred. 
a particulars. Address Box H-636, care of HarpwaAre AGE, 
New York. 





EXPERIENCED hardware and cutlery man seeks connection with manu- 
facturers or distributor. Any territory. Nine years’ practical experience. 
Address Box H-601, care of HArpware AGE, New York. 





SALES REPRESENTATIVES WANTED 








Sales Representatives 


WANTED EXPERIENCED AND WELL KNOWN 
SELLING ORGANIZATIONS FOR WELL AD- 
VERTISED LINE SELLING TO HARDWARE 
AND SPORTING GOODS TRADE. STRAIGHT 
COMMISSION PLAN, FULL PROTECTION. 3 
DESIRABLE TERRITORIES OPEN. WRITE 
GIVING REFERENCE, TERRITORY AND NUM- 
BER OF MEN TRAVELED. 


ADDRESS BOX H-627, HARDWARE AGE, NEW 
YORK. 














Commission Men Specializing on Hard- 
ware and Department Store Trade 


wanted to handle garden hose of a nationally known rubber manu- 
facturer. Attractive price and liberal commission have made this 
product a ready seller in territories recently opened. Address Box 
H-626, care of Harpware AGE, New York. 














WANTED—SALESMEN SIDE LINE—Salesmen now selling to the 
automobile accessory and pe trade in the United States and Canada 
can add greatly to their income Ry featuring our Piston Rings as a side 
line. Write for details. KEYS PISTON RING COMPANY, 3513 
Established since 1913. 


Choteau, St. Louis, Mo. 
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SALES REPRESENTATIVES WANTED 








Salesmen Wanted 


by New England manufacturer for Hardware and Housefurnish- 
ing Trade, Wholesale and Retail. Commission basis, territories, 
Southern, Mid-Western and Southwestern. Reply in detail, terri- 
tory covered, etc. Address Box H-632, care of Harpware AcE, 














Large New England Clock and Watch concern would like to connect 
with first-class salesmen to carry our line as a side-line in the South and 

Middle West. Strictly commission basis. Best of references required. 
Address: INTERNATIONAL CLOCK & WATCH COMPANY, 93 
Federal Street, Boston, Mass. 





COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HARDWARE AGE, New York. 








Wanted: 
to retailers. 
sentatives who stay with us. 


Side line salesmen to sell three fast moving specialties directly 
Liberal commissions and protection on repeat orders to repre- 
Write Box H-633, care of HArpware AGE, 


SALES REPRESENTATIVES WANTED 





SALESMAN WANTED:—Wholesale Hardware and Automotive Acces- 
sory House would like to correspond with salesman, not over 35 years old 
and who has had selling experience calling on the retail hardware and 
accessory trade. Liberal contract offered to experienced man with selling 
record. No inexperienced applications will be considered. Territory, 
Eastern Kansas. Address Box H-630, care of HarpwareE Ace, New York. 





Salesmen calling on hardware trade to handle Manila and Sisal Rope 
and Twines direct from importing manufacturer’s stocks in New York. 
Satisfactory commission paid promptly on accepted orders. Only desire 
men who have standing with their trade. rite giving references, terri- 
tory covered, and how often. Address Box H-618, care of HARDWARE 
Ace, New York. 





SALESMEN now selling to Hardware and Department Stores to sell 
well established high grade line Trellises, Lawn Furniture, etc. Protected 
territory now open in New England, Middle Atlantic, Southern and Mid- 
Western States. Our liberal commission plan makes this an unusual op- 
portunity. Address Box H-622, care of Harpware Ace, New York. 





Commission salesman in every state by manufacturer of hardware 
specialties and auto accessories, to call on retail trade and exhibit and 
sell at fairs and exhibitions. Mention territory now covered. Liberal 
commission and splendid opportunity for big income. Address Box H-628, 
care of HarpwarE Ace, New York. 





New York. 
WANTED—Sales representatives to sell entirely new model V-W 
Window Ventilator. Excellent sales ‘proposition. ither whole time or 


side line. Address V-W VENTILATOR COMPANY, 2830 A. I. U. 
Building, Columbus, Ohio. 





Manufacturer of builders’ hardware has an opening in Chicago and 
vicinity territory. In replying, state lines now carried and houses repre- 
sented. Address Box H-631, care of Harpware AGE, New York. 





SALES ACCOUNTS WANTED 





Hardware Jobber desires connections with two or three factories as sales 
representative of kindred lines, for representation direct to retailers, (have 
3 salesmen). Give details in full. Box H-634, care of HArpware AGE, 
New York. 








FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 

arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 








Plain or enameled 


STRATTON ™**.o.cn 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


Robertson “Horseshoe Magnet” Hammers 
tne tack in ponte tor ae 210 a 


the pr offered) at the Panama-Pacific Exposition. 
rofit. 
‘3 Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


Permanent magnet which holds 











Confidence in 


Brand 


Tungsten Lampe is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

“Licensed under the General Electrie 
Company’s Inca: Lamp Patents.” 














Wright’s Patent Machine Expansive Bit 
Expansive Bits of All Kinds 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 

















BROWN @©@ $ 
Suelo) Fe 
le Best 
The { om te Satis! 
Cutalog on request 


BROWN & SHARPE MEG. CO. Providence, R 





BAND "LE NOX” SAWS * 


QUALITY SERVICE 
UNIFORMITY DISTINCTION 





“The Jools in the Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 
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THE ADVERTISERS INDEX is 


Dublished as a convenience and not as 


No allowances will be made for errors or failure to insert. 


®& part of the advertising contract. Every care will be taken to index correctly. 
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The Old Time Hardware Store 


Back in 1885 in Filo Smock’s hardware store in Sleepy Hollow, 
they used to sit around the stove and swap stories. 


“Nothing to do till tomorrow” was the slogan in those days, 
and tomorrow never came. Customers were few and far be- 


tween. 


How time has changed hardware business methods. Now it’s 
copper store fronts, attractive show cases, modern shelving, 
beautiful display racks and window displays that are “The 


talk of the town”. 


The only stories they have time for now are the merchandising 
stories and the window display suggestions that appear in 
Hardware Age. 


The ideas they get from these stories and window displays 
MOVE the merchandise. 


Hardware Age 


239 West 39th Street, New York, N. Y. 
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WICKWIRE BROTHERS 
Hexagon Poultry Netting 


Poultry owners often ask: ‘““What makes 
Wickwire Brothers Poultry Netting /ast 
so long?” The reason is because it is 
made of Open Hearth Steel which is 
superior to Bessemer because it is far 
more rust resisting. 


Another reason is the thorough coat of good 
quality galvanizing we use which gives added 


Our Other Products section 
Include 7 , 
The Wire is drawn in our own mills and all 
Graduated Poultry Netting processing through the Steel Plant, Rod Mill and 
apr seh mein Wire Mill is under our constant supervision. 
and the following brands 
of Screen Wire Cloth Our products have maintained a national reputa- 
ee een eee tion for quality and satisfaction for more than 
Graywick <0) ve . = 
White Metal Finish i ala 


Wickwire Premier Sell the best and hold customers. 
Wickwire Bronze 


Your Jobber Will Supply You 
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WHAT REMINGTON 
GAME LOADS MEAN— 


paternal wr 


O YOU—Reduced inventory; simplified line 
. of stock; increased turnover; lessconfusion and 
Remn efor Qc lessopportunity forerrorin filling customer’s order. 


Sr = Qu AIL LOA Loat AD You sell them by the name of the game your 








customer intends to shoot. 


TO YOUR CUSTOMER— Uniformity assured 
through Remington’s improvedGameLoad System 
of loading to exact standard of velocityand pattern. 


Certainty of having the right load, the best load, 
for the game he is after. 


Through Remington’s patented Wetproofing proc- 
_ess the superiority of Remington Game Loads is 
preserved under all conditions and complete satis- 
faction is assured. That’s why they are the largest 
selling line of shells on the American Continent. 

















‘Remington Sportsman’s Week is 
Oct. 17th to 22nd. Folders on Remington Game Loads will be sent on request. 
Order from your jobber NOW. 


REMINGTON ARMS COMPANY, INC. 
25 Broadway Tene. 9 Ay TA New York City 


‘Plan your Window ‘Display early. 


© 1927 R. A. Co. 


RIFLES AMMUNITION SHOTGUNS GAME LOADS CUTLERY CASH REGISTERS SERVICE MACHINES 











